








WICKWIRE BROTHERS, Inc. 


Manufacturers of the famous CORTLAND Brands 
of Screen Wire Cloth ® CortLAND, New York 








Consumer Acceptance 
ASSURED - - - 





F.. generations Wooster Brushes 
have given the utmost in satisfaction. 
For years the name “Wooster” has been 
synonymous with the best in Chinese 
Bristle; the best in workmanship; and 
the best in the long run. Today, 
Wooster Brushes are the accepted 
standard for quality brushes. Wooster 
dealers, everywhere, are certain of 
consumer acceptance. They enjoy a 
splendid repeat business and are 
amazed at the low cost per sale. 
There’s a reason for this. Ask your 
Wooster jobber’s salesman to show NO. 14 VARNISH BRUSH 
you how to increase your brush pro- VARIETY VENDER 


fits with Wooster. Ask your jobber’s salesman to explain 
the W ooster 3-point Merchandising Plan. 


FOSS: SET 


SC we arr 


THE WOOSTER BRUSH CO. * WOOSTER, OHIO 
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“HELLO... 
Mr. Johnson? How quickly can 
you get me a dozen master-keyed 
padlocks?” 





“WELL... 
Yale & Towne gives me 24-hour 
service on their ‘FAST 8’ pad- 
locks!” 





“LET 


me tell you, Johnson runs the 


best hardware store in town! He 
got me those master-keyed pad- 
locks practically overnight!” 


“That’s how Yale’s 24-hour 
master-keying service on eight 
popular padlocks helps us to get 
and keep new business. Or we 
can get them keyed-alike. Such 
speedy service makes it a lot 
easier for us to sell and satisfy 
our Customers—especially when 
they already trust the YALE name 
on a lock.” 
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DEALER’S QUESTION BOX 


QUESTION: Is there any danger of 
duplicating master-keyed locks on 
subsequent orders? 


QUESTION: What is the difference 
between “master-keyed” and 
“*keyed-alike” ? 


ANSWER: No. YALE keeps a record 
in Stamford of all stock master- 
keyed locks shipped to indi- 
vidual customers, to avoid 
duplications. 


ANSWER: Master-keyed locks (MK) 
have individual keys to open 
only one lock, and a master key 

which opensall the locks. Keyed- 

alike locks (KA) all have the 
same key, so the key for one will 
open any of the others. 








THE YALE & TOWNE MFG. CO. 


STAMFORD, CONN., U. S.A. 























GOODYEAR EMERALD CORD HOSE. Goodyear Emerald 


Cord hose is the de luxe quality of all lawn hose. It is de- 


signed for the most severe type of service. Two braids of 
double cotton cord reenforcement make a suitable founda- 
tion for the beautiful but toughest possible green ribbed 
cover. Furnished in %, 4%" and 1” sizes complete with 


couplings. 


GOODYEAR WINGFOOT BLACK HOSE. The reenforce- 
ment consists of two heavy, double-braid cotton cords. 
Light in weight, easy to handle, yet strong and durable. 


The cover is black and styled with a unique arrangement 
of longitudinal ribs. Furnished in bales of approximately 
500° on 54" size; 475° on 4” size without couplings; or in 
25-foot or 50-foot sections complete with couplings, sizes 


%’ and 4". 


GOODYEAR PATHFINDER BLACK HOSE. The reenforce- 
ment consists of one heavy, double-braid cotton cord and 
is a high-quality attractive hose at moderate price. The 
cover embodies a sine curve design — producing an attrac- 
tive product. Furnished in bales of approximately 500° of 


hose without couplings; or in 25-foot or 50-foot sections 


complete with couplings, size 5%”. 


GOODYEAR SUPERTWIST CORD BROWN HOSE. The 
reenforeement consists of one double braid of genuine 
Supertwist cord. The cover is light brown and styled with 
a unique arrangement of longitudinal ribs. Very high 
quality rubber stocks are used, producing a lightweight, 
easy-to-handle hose, having great strength and long wear 
ing qualities. Women and children appreciate the lightness 


of Supertwist. Furnished in bales of approximately 500° of 





hose without couplings ; or in 25- or 50-foot sections com- 


plete with couplings, size %"’. 


GOODYEAR OAK BROWN HOSE. The reenforcement con- 
sists of one heavy cotton braid. High-quality brown cover 
styled with a corrugated design that is distinctive, attractive 
and has long wearing qualities. Furnished in bales of ap- 
proximately 500’ of hose without couplings; or in 25-foot 


or 50-foot sections complete with couplings, size 5’. 





In GOODYEAR’S Five-Star 








Line of Hose for ’Forty-One! 


"herman new but the 
names on these five lines 
of Goodyear Garden Hose for 
this year. A national survey 
has led to desirable changes 
in construction and price, 
and the result is a setup that, 
more than ever, takes the 
famous Goodyear name and 
quality through a line de- 
signed to cover the entire gar- 
den hose field. 


More than ever you have what 
it takes to take care of any 


and all hose demands, with 


THE GREATEST NAME 


every item a rugged, striking, 
well-built hose. 


Here are the answers to vary- 
ing demands of all your cus- 
tomers, combined under one 
famous name — with all the 
advantages of simplification 
and unification of stock. 


More than ever it will pay 
you to concentrate on the 


Goodyear line — the Main 





Line — this year. 


Write Goodyear. Akron, Ohio, 
or Los Angeles, California. 


IN RUBBER 





‘Vingfoot, Pathfinder, Supertwist—T. M.’s The Goodyear Tire & Rubber Company 
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FLOORS WON'T SAG 
WITH A MIDDLE SUPPORT 
Remind your builder-customers 
that they wouldn’t think of leaving 
out the all-important middle support 
under the floor of a house....... 




















Doors won't warp 


when you add 
THE THIRD BUTT! 


Urge builders to figure their jobs “Three Butts 
To A Door” to give every door in the house the 
same.important middle support. Prevents warp- 
ing inward, which causes the door to strike the 
jamb. Prevents warping outward, which makes 
the latch and lock stop work. The third butt 
holds the“door in line, keeps it hanging straight 
and true, keeps the latch and lock working per- 
fectly. Remind builders that it may cost more 
to repair a single warped door than to put the 
third butt on every door in the house. Your 
reward will be a.350% increase in butt sales. 
The Stanley Works, New Britain, Connecticut. 















































[STANLEY] 
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Full Color, Full Page 
Advertising in 


| WONT PLUG » 





The guaranteed flashlight bat- 
tery that in every competitive 
test outsells every other make 


—now nationally advertised! 
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PR AY-O-VAC 
Flashlight Departments 


The 3 famous RAY-O-VAC flashlight departments that 
speed up sales, cut down counter room — a flashlight 
and battery for every purse and purpose with a mini- 
mum balanced inventory. Free! LIFE-like window and 
counter tie-ins to cash in on LIFE Magazine advertising 
that reaches 1 out of every 7 of your customers. Ask 
your jobber salesman. 
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OUR DEALERS... 
ivi TOLD EM AND SOLD ’EM 


er make 
rertised! 
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It didn’t rain “cats and dogs’’, but it rained 
coupons, when this farm paper ad appeared 
in March, 1940. 


It was the largest return from any advertise- 
ment in the history of our business — and it 
certainly proved that the farmer was inter- 
ested in Time Payments. 


Cx BRIEFLY, HERE ARE THE HIGHLIGHTS OF 
SS THE MID-STATES TIME PAYMENT PLAN: 


Dealer has no collections to make. 

Dealer has no responsibility in event of credit loss. 

Dealer gets cash for the goods delivered (without any com- 
mission or brokerage deduction). 

Farmer makes no down payment. 















DEALERS— Investigate the advantage of Mid-States—if we 
are not represented in your territory, then we will have an 
attractive proposition to submit. 


MID-STATES STEEL & WIRE CO. 
Dept. M-411 Crawfordsville, Indiana 
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@ Thousands of hardware dealers have found 
a real advantage in standardizing on L-O-F 


Quality Glass. Here’s why:— 


4 Profits are protected. L-O-F 


; ? ‘ From every angle you'll find it wise to 
Quality Glass is less brittle, 7 


standardize on L-O-F Quality Glass. And 


easier to cut and there is consequently a 
leave the label on— it is the best-known 


less breakage loss. 


2 There’s added appeal to 


glass that is clearer and 


trademark in the industry. 





Libbey-Owens:Ford Glass 






Company ... Toledo, Ohio. 










brighter. An exclusive manufac- 
turing process gives L-O-F 
Juality Glass these outstanding 


characteristics. 


3 The public knows 


L-O-F Quality 


Glass— favorably. L-O-F 





Your L-O-F Glass Distributor has an 


attractive, colorful window card for a 






display that will help you sell more 






national advertising has 






glass and related items—putty, putty 






told its story of superi- 





knives, paint, brushes. Ask him for your 






or quality to millions 






display today. 







of people for years 


and years. 





TUNE IN... LISTEN TO 
“Design For Happiness”’ 
over C.B.S. stations coast to 
coast. Every Sunday afternoon 
‘3 = at 5 P.M., E.S.T. It’s family 

6 ag { entertainment for the Ameri- 
can family. 


LIBBEY - OWENS: FORD 
QUALITY GLASS 
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HOLD THEIR EDGE... 
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Good pliers should snip high-strength, plow steel wire then 
cut paper cleanly as a pair of shears. To meet such tests, 
these much-abused tools are made from steels with hardness 
to resist wear, plus toughness which resists shock and dam- 
age to cutting edges. That means heat-treated alloy steels 
strengthened and toughened by additions of Nickel. At 
right you see pliers, made from Nickel alloy steel by Peck, 
Stow & Wilcox Co., Southington, Conn., tested for uniform 
cutting ability. 


Nickel alloy steels respond readily and uni- 
formly to simple heat treatments that in- 
crease strength and toughness. Below you 
see “Pexto” pliers undergoing Reckwell 
hardness tests. Peck, Stow & Wilcox specifies 
Nickel-molybdenum steels for longer-lived 
hand tools. 


Using heat-treated 
Nickel molybdenum 
steels, Peck, Stow & 
Wilcox makes certain 
Pexto tools have extra 
strength, hardness and 
toughness to withstand 
long, hard usage. 


For use on overhead wiring 
where tool slippage or break- 
age might cost a life, Pexto 
strand pullers are carefully 


built of Nickel alloy steels. You can always recommend those better tools 


which are made from tougher Nickel alloy steels. 
Ask your supplier, “Is this Nickel steel?” 


THE INTERNATIONAL NICKEL COMPANY, INC. new’ vorx, n. v. 
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e Build replacement 
and “follow-up” 
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If your builders’ hardware department is not one of the most 
profitable in your store—if your initial sale to a customer does 
not bring later replacement and “follow-up” sales—then this 
book is the answer to your problems. It is the practical kind of 
answer which will mean increased business and profits for YOU. 


Nowhere else can you get this wealth of authoritative informa- 
tion on all phases of properly specifying, selling and installing 
builders’ hardware at a profit. Written by an expert with more 
than 30 years experience in buying, selling and mantfacturing 
this basic hardware line, this book shows you how to quickly 
and easily set up a builders’ hardware department capable of 
servicing all the needs of your community, from the modest aver- 
age home to schools, churches, hotels, office buildings, apartments 
and airports. 


You'll find complete instructions on how to read blue prints and 
specify jobs; how to work with property owners, contractors and 
architects; and how to turn builders’ hardware purchasers into 
steady customers for all other hardware needs. 


Whether you are an experienced hardware man or a beginning 
clerk, you will find this book crammed full of helpful information 
and ideas for increasing sales. Order your copy NOW! 


maAtTL: THIS 


HARDWARE AGE 
100 East 42nd St., New York, N. Y. 


Please send me 


This Book Will Help You 


CcouPoOon 





A few of the book’s features 
which will mean more dollars 


for YOU! 

Suggestions on making bids that will bring you 
more sales and sounder profits. 

How to bring prospects into your store. 


How to cash in on replacement and follow-up 
items. 

Specific information on equipping public 
buildings. 

Nine comparative charts which show you how to 
match different items of all leading manufac- 
turers. 


A working blue print, size 25 x 111/. inches, with 
which to work throughout the course, and a 
glossary of over 300 technical builders’ hardware 
terms. 


Over 600 illustrations, charts and diagrams. 


220 pages—size 81/, x 11!/,-—cloth bound to with- 
stand hard usage. 


TODAY 


11-28 


copies of “TAKING THE MYSTERY OUT OF BUILDERS’ HARDWARE” by Adon H. 


Brownell. I will pay the postman $3 each, plus a few cents postage. (Canada and Foreign Countries $3.50.) 


NAME FIRM 


ADDRESS .. CITY 


STATE 


[) Check here if you enclose payment, in which case we pay postage. 

























HARDWARE AGE 


'S 




















You’Lt find two big factors that 
make Bethlehem bolts easy to sell: 

First is the fine quality through- 
out—the right steel for the work; 
clean-cut and smooth-fitting threads; 
and heads and nuts that have snug 
and sure fit with wrenches. 

Second is the eye-catching value 
of the Bethlehem cartons—bright, 
attractive, red-and-white labels that 
attract new customers. Old custom- 
ers remember the label and the fine 
quality of Bethlehem bolts, and re- 
peat orders build up good business. 

Ask your distributor about this 
attractively packaged line of bolts. 








~ 





Bethlehem Bolts are Machine 
packed in paper cartons and Lag 
in the following sizes: | Carriage 










VY,” upto |5” long|4” long 
vs” and 34” up to | 5!/.” long | 5'/2” long 
is”, '/2” and 5/2” up to | 3!” long/ 4” __—_— long 




















Some longer bolts are packaged in paper 
with the same attractive label. 






BETHLEHEM STEEL COMPANY rai 
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- RS. JOHNSON was in a frenzy when she came in here 

with that little dog about a month ago. Seems that he 
had been raising havoc with the neighborhood flower-beds and 
cats and Mrs. Johnson heard plenty about it. She sure hated to 
buy a harness and leash and tie him up. 

“That gave me an idea. ‘Why don’t you fix it so he can get his 
exercise outdoors,’ I said. ‘Just fence the yard and you'll not only 
keep him in, but you’ll keep other dogs out, too.’ Then I gave her 
an estimate for fencing her yard and told her how it would pro- 
tect her own yard, too. The sale was over a hundred dollars for 
the fence, posts and gates. Even if she’d just fenced the back yard 
it would have been a forty-five dollar sale.” 


One way to help make lawn fence sales easier 
is to handle a well-known brand. The Cyclone 
name has been advertised for years—people 
know that it represents first-rate quality. And 
Cyclone gives you a wide selection of sizes and 
styles of fence for customers to choose from. 
It’s all made sturdy—all galvanized with a 
smooth coating of zine that resists rust. Ask 
your jobber to show you his line of Cyclone 
Lawn Fence and Gates. 











Here’s what full fencing of an average city | 
lot (50’ x 100’) will bring you | 


300 feet of Type F Lawn Fence ou............ccccccccsscecscssescsecescesssesesseorees $42.00 | 
NR IO SS EOS ELE OM LO a AA ee 22.10 | 
8 heavy posts for cormers and gates .............ccccccscsssessesssesesssseeseesees 20.00 
IN 5.1 oseicoh csccabsceidacosheiesil ihcppabe cscs duosicaassiiliaaedbigebsiatnncelaistencip Shisinicbsoeacbaae 12.50 
Bee Se I anki cniints icidinccacnscenemneste cctntdansoatbpe dp asanabavsdansnaieaternics 8.00 
$104.60 


Prices, of course, are approximate. Fencing just the back yard of the 
small, typical lot would probably average around $45.00—still a good- 
sized sale with a lot of profit in it. 























© CYCLONE “zetmg” LAWN FENCE and GATES 


CYCLONE FENCE COMPANY, Waukegan, Ill. 


United States Steel Export Company, New York 





Branches in Principal Cities 
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...and you'll Build Sales 


The customer who buys chains from you is often in need of 
good chain fittings and attachments. He will appreciate being 
reminded that a new hook or ring or swivel will make his new 
chain more useful. He will show his appreciation by buying. 

A small well selected stock of chain fittings and attachments re- 
quires little investment and turns over steadily. You can select 
everything you need from the American Chain line, which is rec- 
ognized as the world’s leader in completeness and quality. 
In addition to full lines of American Welded and Weldless 
Chains there are also cotter pins, eye bolts, cold shuts, lap 
links, repair links, round eyes, malleable castings, grab hooks, 
slip hooks, sash chain fixtures, screw hook hangers, shack- 
les, S hooks, sling chain hooks, snaps, special attach- 
ments, swivels, toggles, utility ja¢ks, welded rings, 
harness hardware and many other products. 


AMERICAN CHAIN DIVISION 
YORK, PENNSYLVANIA 
\t \ 
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AMERICAN CHAIN DIVISION HAZARD WIRE ROPE DIVISION READING-PRATT & CADY DIVISION 
AMERICAN CABLE DIVISION MANLEY MANUFACTURING DIVISION READING STEEL CASTING DIVISION 

ANDREW C. CAMPBELL DIVISION OWEN SILENT SPRING COMPANY, INC. WRIGHT MANUFACTURING DIVISION” ag oF WIRE PRODUCTS, LTD. 
FORD CHAIN BLOCK DIVISION PAGE STEEL AND WIRE DIVISION * THE PARSONS CHAIN COMPANY, LTD. 


AMERICAN CHAIN & CABLE COMPANY, Inc. 
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The Co-ops:— 


The Central Cooperative Whole- 
sale, which serves only 200 co- 
operative retail stores in Minne- 
sota, Wisconsin and Michigan, re- 
ports that it is ahead of its month- 
ly quota in seeking gross sales of 
$4,000,000 for 1941. This in- 
formation comes from a current 
news release of the Cooperative 
League New Service. The Central 
Cooperative Wholesale has __ its 
headquarters in Superior Wis. | 
have seen its general hardware 
catalog which compares favorably 
with the catalogs of most wholesale 
hardware firms in the entire 
United States. The heads of whole- 
sale hardware companies know 
how few out of all the wholesale 
hardware houses in this country 
ever reach the $4,000,000 annual 
sales mark that will be made by 
the Central Cooperative Whole- 
sale, despite the heavy volume of 
industrial and other non-hard- 
ware store resale volume which at 
least 80 per cent of all wholesale 
hardware houses enjoy. Also 
consider that this co-op wholesale 
institution has $4,000,000 volume, 
well under way, for 1941 sales with 
a gross total of only 200 retail 
stores accepting its services and 
merchandise and has no industrial 
supply business. In this record 
you have the most eloquent evi- 
dence that concentrated buying, by 
retailers, is an essential factor to 
accomplish more economical and 
more efficient hardware distribu- 
tion. Also realize that those 200 
stores are practically “controlled 
outlets” about which I wrote re- 
cently (See H.A., Oct. 17, pages 
15-16). Those particular com- 
ments have been widely quoted in 
hardware circles—but not always 
in a complimentary manner—be- 
cause sometimes the truth hurts. 


Laws and 
Resolutions:— 


None of us who are affiliated 
with the independent wholesale-re- 
tail system of distribution take 
kindly to the Consumer Coopera- 
tive plan nor welcome the growth 
which this non-profit system has 
enjoyed. To us, the co-op set-up 
is another competitor like the 
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chain store, department store and 
mail order branch competing with 
us for the consumers’ dollars. The 
comfortable way of handing this 
problem is to suggest that some 
new law be passed or at least that 
we pass some devastating resolu- 
tion at our next convention. The 
truth is that neither legislation nor 
resolution can actually help us. 
Only we, ourselves, can help. 
As independent retailers we must 
recognize certain fundamentals 
and if we don't, our case and our 
position in the scheme of distribu- 
tion is not very encouraging. All 
of our serious competition recog- 
nizes the importance of the retail 
outlets concentrating on selling 
with the wholesale unit (be it the 
headquarters office or the whole- 
sale department of a co-op sys- 
tem) concentrating on the buying 
and watching, as part of its obliga- 
tion, the current competitive situ- 
ation for all lines carried. And all 
of our serious retail competition 
has but one wholesale source of 
supply, whatever its designation 
may be. These are facts and 
whether we like them or not they 
remain as facts which we either 
recognize and follow or lose out. 
Today’s competition includes, as 
it always has, a competition of 
methods as well as a competition 





of price and service. Despite any 
non-proved claims to the contrary, 
it is clear that less than one-third 
of all the retail hardware stores of 
the country are in a position to do 
very much direct buying in very 
many lines. They must depend on 
some wholesale source of supply 
because their total annual sales 
volume does not permit any other 
plan. And, until the time comes 
that a majority of stores decide 
upon and practice more concen- 
tration in their buying, they can- 
not expect to be. wholly competi- 
live. 


Dollars and 
Cents:— 


It is inevitable that all owners 
and managers of businesses think 
ultimately in terms of “dollars and 
cents.” And so, unless an appreci- 
able number of retail hardware 
merchants do pursue a policy of 
concentrated buying, they are col- 
lectively inviting wholesalers to 
establish their own controlled re- 
tail outlets or inviting them to seek 
non-hardware store outlets or both 
to maintain their necessary annual 
sales volume. And neither legisla- 
tion nor resolutions can stop such 
a development. 
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The Wholesaler:— 


Up to this point most whole- 
salers will heartily approve and 
perhaps even applaud all that has 
been said in these comments. But 

and it is a big BUT—if retailers 
are to concentrate their purchases, 
and I am confident that they must, 
the wholesalers who obtain this 
volume must earn it by perform- 
ing for those retailers all of the 
services that a chain store head- 
quarters or a cooperative whole- 
saler does—and again it is a ques- 
tion of methods as well as a ques- 
tion of price. It is incumbent upon 
the wholesaler to keep his retailer- 
customers competitive and to lit- 
erally sell merchandise to and for 
them, to help advertise, display 
and, above all, select on the basis 
of good values as well as good 
assortment the merchandise that is 
in demand and that is being of- 
fered successfully by competing 
channels. In keeping retail hard- 
ware stores competitive both 
wholesalers and _ retailers must 
recognize that full margins are not 
always available on all goods and 
that some “give and take” must be 
observed. Arbitrary and _tradi- 
tional mark-ups must be complete- 
ly waived on many lines if com- 
petition is going to be met on an 
equal basis. And that is one of the 
toughest hurdles to get over among 
both wholesale and retail hard- 
ware men, who have too long en- 
joyed more or less standard aver- 
age mark-ups without regard to 
the turn-over possibilities or the 
short season investments on store 
traffic building items. These are 
customary conditions which our 
most formidable competitors al- 
ways consider. And so again we 
must recognize the competition of 
methods as well as of price. 


Counter-Es pionage 
Activity:— 


In recent weeks mysterious ex- 
plosions in important manufactur- 
ing plants engaged in defense pro- 
duction have caused death and 
destruction. The Dies Committee 
investigations have discovered evi- 
dence of organized subversive 
activities which may be closely 
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connected with these explosions. 
Certainly, it is generally accepted 
that attempted sabotage is going 
on in this country on a highly 
organized basis constituting a dire 
threat to life, limb and property— 
because certain un-American 
groups wish to hamper our own 
National Defense Program and 
also prevent the production and 
shipment of war materials to Great 
Britain. The ever-vigilant Federal 
Bureau of Investigation (FBI), 
under the efficient and watchful 
direction of J. Edgar Hoover, is 
giving special attention to the pro- 
tection of industrial facilities to in- 
sure uninterrupted production of 
equipment and materials needed 
for our own defense. An impor- 
tant phase of this FBI activity is a 
survey, completed more than a 
year ago, to determine the pros- 
pective manufacturing facilities 
available for defense contracts and 


also to develop a coordinated plan 
for protecting such establishments 
from sabotage and espionage. To 
assist industrial concerns and local 
police establish efficient counter- 
espionage protection plans, FBI 
has prepared a comprehensive 
booklet entitled “Suggestions for 
Protection of Industrial Facili- 
ties.” It contains the findings of 
the survey. Naturally, this booklet 
cannot be distributed indiscrimi- 
nately. It is available only to the 
heads of duly constituted law en- 
forcement agencies and executive 
officials of industrial concerns 
manufacturing defense materials 
under government contracts. Such 
qualified persons are urged to ac- 
quire this FBI booklet through 
written application to Mr. Hoover 
as indicated in his letter to the 
Associated Business Papers, Inc. 
(of which Harpware AGE is a char- 
ter member) reproduced below. 





— 
JOHN EDGAR HOOVER 
nti Federal Bureau of Investigation 
Rnited States Department of Justice 
Washington, B.C. 
October 31, 1940 


Associated Business Papers, Inc. 


369 Lexington Avenue 
New York, New York 
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ILCO Ball Bear- 


ing DOOR CLOS- 

oe rugged 
rack - and - pinion 

HOSP ball bearing Super 
























Closer will deliv- 
er, size for size, 
more power with 
less friction than 
any other closer 
on the market. 


MARKS THE SPOT FOR EXTRA BUSINESS ! 


Jump right into the middle of the big door closer market! There’s 





STORES 


plenty of extra business there for you this fall. Every office, every store, 
every building—even every home!—mneeds door closers, and now is 
the best time to sell them. 

ILCO puts you on the right side of door closer sales, with a line that’s 


engineered to meet all the various requirements of this big market. 





ILCO Universal DOOR CLOSER, No. 33— ILCO Closers are easily installed—and are guaranteed against defec- 


This modern, efficient liquid closer is built tive materials and workmanship. 
to stand up under the most severe usage. 
Accurately adjustable. For universal mount- Here’s a really BIG market—and now is the time to work it. Write 


ing without change of parts. 


today for the ILCO Catalog and full information. 


USE THIS ON YOUR COUNTER 
FOR BIGGER SALES! 


This attractive, colored display card tells 
the closer story at a glance! Use it with an 
ILCO working display mount. Both are 
FREE with order . . . write for proposition 


ILCO Universal DOOR CLOSER, No. 650— today! 
For light inside doors, screen and storm 


doors. Has substantially the same features 
as the large ILCO Universal modeis. For uni- 
versal application without change of parts. 
INDEPENDENT LOCK CoO. wii" 
= Massachusetts 


BRANCHES IN ALL PRINCIPAL CITIES 
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Lh, E three-day “open 


house” of the newly remodeled 
hardware and paint store of Wil- 
limantic Lumber & Coal Co., Wil- 
limantic, Conn., attracted more 
than 1000 people, last spring. The 
colonial style front is decidedly 
appropriate for the community, an 
old New England town with a 






























The firm’s new home—Colonial in 
design, modern as to materials. 








A New Store in 


an Old Town 


population of 12,000. The paint, 
wood preservative, floor covering, 
roofing and builders’ hardware 
items, used in the construction of 
this roomy, attractive store, office 
and display room, were all from 
the regular lines handled by the 
company. Aside from the number 
of visitors during “open house” a 
worth while result of the event was, 
according to Robert E. Casey, 
manager and secretary of the or- 
ganization, the fact that “many 
people came who had never been 
in the store before.” 

Although modern and adequate 
lighting equipment is _ utilized, 
natural light is admitted to the 
store from the front and side 
through large plate glass windows. 
With the exception of a few build- 
ers’ hardware items shown on dis- 
play units, most builders’ hard- 
ware items are concealed behind 
antique style finished panels. Roof- 


A section of the large dis- 
play of paint which is ar- 
ranged in pyramid fashion. 
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Display space in the counters 
is small and follows the style 
of specialty shops. The doors 
along the walls conceal the 


stocks of builders’ hardware. 


The Willimantic Lumber & Coal 
Co. built its modern store with 
the modern materials it sells 


ing materials and paint are dis- 
played in the middle of wide 
aisles, the pyramided paint dis- 
plays, emphasizing the fact that all 
sizes and shades of a nationally 
known line of quality paints are 
available from stock. Counters 
and display units, in which neat 
displays of paint and allied lines 
are shown are of small size with 
concealed lighting. 

Since paint is an important line 


with this store, paint demonstra- 
tions are held in the company’s 
quarters at least once a year, for 
two days at a time. About 2000 
invitations and color books, with 
coupon for free sample of paint, 
are distributed prior to these 
events. Demonstrations are held 
throughout both days and no at- 
tempt is made to make sales dur- 
ing showings. 

The paint department is primar- 











ily interested in selling paint and 
related items to consumers. Says 
Mr. Casey, “We do not attempt to 
sell master painters or contractors. 
When credit rating is good we will 
sell them on a credit basis, provid- 
ing we have a guarantee from the 
home owner.” 


Even the counter separating 
offices from display rooms 
is used for limited displays. 
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Presenting Our Guest Editor 


D. A. MERRIMAN 


Managing Director, 
Chain Institute, Inc., 
Chicago, IIl. 


Whose Subject Is 


Now Is the Time to Prepare! 


L, is dificult today for 


us to concentrate on business prob- 


lems with the shocking news from 
abroad disturbing us mentally and 
economically and foreboding no 
one knows what for the future. 

Our own unpreparedness and 
present formidable defense plans 
call for a good deal of our atten- 
tion. Nevertheless, we must all 
remember that our job of “carry- 
ing on” the business of the United 
States must be our primary object. 
On this job depends all the other 
things we hope to accomplish. 

A real shortage of important 
lines handled by the hardware 
trade is believed by some to be 
impending, but nothing of this 
sort should prevail if there is wise 
and intelligent planning of pro- 
duction, inventories and merchan- 
dising. 

Only once or twice, in the last 
several years, has the matter of 
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production been of any conse- 
quence whatever. The problem has 
been entirely one of merchandis- 
ing or distribution. Inventories 
should always be of, interest to 
executives of both manufacturers 
and distributors, and wise buyers 
are watching this feature closely. 

Salesmanship is something that 
will tell in the results to be se- 
cured by producers as well as job- 
bers and dealers. Salesmen are 
born, not made, and the old say- 
ing, “You cannot fit a square peg 
in a round hole,” is still true. 
Salesmen may, of course, be de- 
veloped in efficiency and ability 
by various methods of education 
and training. The greatest of all 
influences is experience, and the 
sales manager must have what we 
call executive ability, plus all three 
of the requisites previously stated. 

Without going into too much de- 
tail, we are trying to emphasize 
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the great importance of sound 
merchandising policies all the 
time. Good judgment should pre- 
vail, particularly in this period 
of much uncertainty, or disap- 
pointing results will surely be ex- 
perienced. 

We have always had competi- 
tion with us and always will have 
it. Intelligent competition is not 
to be feared. However, those who 
disturb markets are frequently 
without definite knowledge as to 
what it costs to do business. 

With labor problems increasing, 
and with taxes of various kinds and 
other elements which enter into 
the production costs of all products 
in the hardware line also increas- 
ing, it would be difficult to under- 
stand how the price trend in the 
near future should be unstable. 
There is, nevertheless, a consider- 
able amount of uncertainty in the 
whole situation which shows the 
need for conservatism—and in the 
final analysis that policy will be 
the best for all. 

It is not easy to prescribe gen- 

(Continued on page 22) 
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A MODEL kitchen 


located in the basement is an im- 
portant factor in helping the Banks 
Hardware Co. obtain up to 60 per 
cent of all the electrical appliance 
business in its territory. The com- 


pany is located in Columbus, 
Miss., a city of approximately 11,- 
000 people in the northeastern 
part of the state, and has been in 
business for over 40 years. A 
branch store is also operated at 
Starkville, where Mississippi State 
College is located. 

According to C. V. Crossley, 
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manager, it is just about as easy to 
sell an entire electric kitchen as it 
is to sell single appliances. The 
important thing is to sell the mod- 
el kitchen idea and follow it 
through. 

“Proper display is necessary for 
selling electric kitchens as a pack- 
age job,” said Mr. Crossley, “and 
we have found the basement works 
out very well for this. In our case 
it was the only space that was 
available, so we had little choice.” 

A complete and decidedly at- 
tractive model kitchen was set up 


in the basement of the store in 
what formerly had been warehouse 
space. Now, practically the entire 
floor is used for appliances of all 
types. Sample major items are 
shown on the first floor and these 
are usually located near the front 
of the store. Windows also show 
one or two appliances all the time. 
In this way customers are conlin- 
ually reminded of the home appli- 
ances sold by the store. 

“We work closely with archi- 
tects and builders and are in posi- 
tion to assist these people in plan- 
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ning kitchens for the modern 
home,” said Mr. Crossley. “This 
service is also available to any cus- 
tomer interested in a modern 





kitchen. Today the kitchen is one 
of the most important rooms in 
the home and a plan of a colorful, 
scientifically-designed kitchen is 


Modern kitchen utensils in at- 
tractive displays suggest them- 
selves to people visiting the 
model kitchen in the basement 


something most women cannot re- 
sist especially if they need some 
major appliance at the time. 

“Of course, many customers are 
not able to buy the entire kitchen 
at once, but having the plan speeds 
up purchases of additional units 
until the kitchen is completely 
modernized. Since we made the 
plan and figured our equipment in 
the layout of the kitchen, we 
usually have the first opportunity 
to supply additional units when 
the customer is in position to pur- 
chase them.” 

The R.E.A. program in the Col- 
umbus territory is stimulating con- 
siderable new business on electri- 
cal goods, and the company is in 
position to capitalize on this by 
installation of the entire kitchen 
from floor covering to cabinets all 
in accordance with a plan orig- 
inally supplied. 


Now Is the Time to Prepare! 


eral rules for all classes of busi- 
ness—even for the hardware lines. 
Some manufacturers produce sta- 
ples, some seasonal goods only, 
and each class must work out its 
own problems as it thinks best. 
The present, however, is a time 
for clear, straight thinking. Con- 
structive merchandising plans will 
be beneficial to the whole industry. 


Volume Satisfactory 

The wholesale and retail dis- 
tributors are conducting their af- 
fairs during this disturbing and 
distressing period in a highly com- 
plimentary manner, and even with 
the severe unsettlement in the 
price of agricultural products, par- 
ticularly wheat, corn, oats and rye, 
the general average of trade has 
been well maintained and com- 
fortable increases reported. That 
there is a satisfactory volume of 
business throughout the United 
States is attested by the remark- 
able reports of the large mail or- 
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(Continued from page 20) 


der houses and chain stores—and 
there is no reason why the whole- 
sale and retail hardware distribu- 
tors should not secure their full 
share of this demand. 

The manufacturer must assist 
the wholesaler, and the wholesaler 
must assist his dealef. A friendly 
cooperative spirit on the part of 
all will surely bring good results. 

The resources of the United 
States are great and the ability of 
this nation to work out serious 
problems in a satisfactory manner 
has been demonstrated before. 

Unsettlement due to the draft, 
politely named “Selective Service,” 
for training is not anticipated to 
be severe and may not cause any 
disturbance to trade whatever. 

The billions of Defense Pro- 
gram contracts already entered 
into and more to follow, plus the 
British war contracts coming 
through for enormous quantities 
at frequent intervals, insure a high 
rate of production for steel plants, 
ship yards, airplane factories, en- 


gine builders, foundries, cable and 
chain manufacturers, bolt and 
rivet manufacturers, builders’ 
hardware and kindred lines; not 
to mention ammunition and gun 
manufacturers, accessory manufac- 
turers and hundreds of manufac- 
turers engaged in producing 
requisites for a largely increased 
personnel in the Army, Navy and 
Air Departments of the Govern- 
ment. 


Sufficient Steel 


We will not dwell here on what 
may happen when these Defense 
Program necessities have been 
filled and peace shall have been 
restored. Suffice it to say that lead- 
ing authorities in the steel industry 
have expressed their belief that 
there will be enough steel to sup- 
ply domestic as well as defense 
needs, and when we tell you that 
steel production is now at the rate 
of over 65,000,000 tons annually, 
we need not hesitate to accept 
these statements. 
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Corkball is a means of relaxation enjoyed by Lloyd 
T. Smith, Lloyd T. Smith Hardware Co., University City, 
Mo. Here he is taking a lusty swat at a cork ball, in 
an adaptation of baseball, a game in which he and 
many other people in his community are now inter- 
ested. In the game, only a pitcher, catcher and any 
number of outfielders are required. The batter is al- 
lowed only one foul strike or miss and runs are scored 
according to hits made, there being one run per hit. 
Mr. Smith aided in the formation of corkball leagues in 
nearby St. Louis and is a constant player of the game. 
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Wood working and metal working are the hobbies of T. A. Wor- 
den, manager of industrial sales for C. W. Marwedel, San Fran- 
cisco, Cal. His department of the store is responsible for sales of 
woodworking and metalcraft equipment, and his interest in those 
activities is also a hobby. His own homeworkshop, in which he is 
pictured, has a wood-turning lathe, shaper, drill press, band saw, 
jig saw and many of the other important items of this type found 
on the Marwedel sales floor. In addition to his creation of all 
sorts of useful and ornamental articles he has for years repaired 
toys for youngsters in the neighborhood who know him as “Uncle 
Ted.” The half-ton auto trailer, shown on this page, with the ex- 
ception of wheels and axles, was built by Mr. Worden. It is a two- 
wheel unit, yet it sleeps two comfortably, has a clothes chest, medi- 
cine chest, bins for bedding and sundry necessities, a swing mirror 
and other conveniences. There is a built-in kitchen in the rear 
which opens up like a trunk, with all facilities for cooking and a 
refrigerator that holds 25 lbs. of ice. 





HARDWARE AGE INVITES ALL HARDWARE MEN TO SEND IN THEIR HOBBY PHOTOS. 
ALL ARE WELCOME—DEALERS, WHOLESALERS, MANUFACTURERS AND THEIR SALESMEN. 













Two- 


ORE than 7,000 
people visited the new Fairley 
Hardware Store in Blanchester, 
Ohio, during the two-day opening 
sale which was held to acquaint 
residents in the trading area with 
its modern facilities. “People jam- 
med the store during both days as 
a result of our sale advertising in 
the newspaper,” said C. J. Wood, 
manager. “Sales were unusually 
good and five major appliances 
were sold the last day in spite of 
the large crowd that filled the 
store.” 

Advertisements in local newspa- 
pers, and in about a dozen other 
small town papers in the |2-mile- 
radius trading area around Blan- 
chester, announced the opening of 
the new establishment. Many spe- 
cial inducements to visit the store 
were offered in the form of attrac- 
tive prices on regular merchan- 
dise. Every customer was given an 
opportunity to save money by 
visiting the store, receive a free 
gift and share in other merchan- 
dise gifts awarded during the final 
day. 

“We gave women who regis- 
tered a sewing kit,” said Mr. 






ay Sale Brings Over 


New store in Blanchester, Ohio, a town 
thoroughly modern manner to promote 


Wood, “while each man was pre- 
sented with an auto key chain with 
a driver’s license holder attached. 
These useful gifts were greatly ap- 
preciated. 

“In addition to our own adver- 
lising, other merchants and build- 
ers having a part in the construc- 
tion of the new store, extended 
their best wishes in complimentary 
advertisements which appeared in 
the same issue of the paper which 
carried our opening announce- 
ment. No matter where people 
looked in the paper, they found 


The electrical depart- 
ment is arranged around 
this post which is lo- 
cated in the center of 
the new establishment. 









































Plumbing supplies are 


Electrical table appli- 
ances and gift articles 
are on the left side of 
the store at the front. 


and faucets are sam- 
pled on the panel at 
the back of the table. 
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Guns, shown on a panel 
the right of the 
store, are removed and 
the space devoted to 
golf goods in season. 


This tool display, which 
encourages customers to 
inspect merchandise is 
the right wall. 


7000 to Fairley’s Opening 


of 1600 population, is designed in a 
sales and provide a flexible layout 


some mention of Fairley’s opening 
and the new store. This was very 
effective publicity and naturally 
impressed customers.” 

The location of departments and 
the arrangement of displays in this 
store are designed to promote sales 
of merchandise and provide the 
flexibility in layout so necessary 
in selling goods today. 


The important line of major ap-* 


pliances is given floor and side- 
wall display space at the front. 
This is planned so that major 
items in season can be featured 


Farm hardware and auto 
accessories are around 
this post. Chain is in 
corner bins and is dis- 
played on the lid’s top. 






















and so that the displays can be 
changed readily. 

Merchandise of interest to men 
is displayed along the right side- 
wall. Sporting goods is an excel- 
lent volume line and the various 
items in this department are 
shown toward the front on this 
side. Fixtures are designed to dis- 
play two or more types of mer- 
chandise during different seasons. 
The fixtures showing guns and 
rifles in the fall can also be used 
for the display of golf goods in 
the summer. 

Tool displays encourage cus- 
tomers to serve themselves. Mer- 
chandise is shown on display 
hooks in the fixture background 
making it very easy for customers 
to examine all items and also pro- 
viding adequate space for stock. 
Every item is plainly priced with 
black and white price tickets. The 
more popular selling items in tools 
are shown on the slightly sloping 
fixture ledge. 

The left side of the store shows 
merchandise of interest to women. 
Gift goods and electrical table ap- 
pliances are displayed first in this 
department. Many of the house- 














tables around the post, making it a 
complete electrical department. 
Another post display shows farm 
hardware and auto accessories, 
while this type of display space 
at the front of the store is used 
for showing seasonal merchandise. 
“Customers’ comfort and con- 
venience are of decided impor- 
tance today and they are not over- 
looked in our new store,” said Mr. 
Wood. “We provided for rest 
room facilities for both men and 
women and these rooms are lo- 
cated at the rear of the store. A 
refrigerated drinking fountain sup- 
plies cold water for customers at 
any time of the year. Customers 
appreciate these facilities.” 





This table, featuring floor 
wax, polishes and other house- 
hold items, is in the rear and 
faces the wrapping counter 


ware lines, such as aluminum- 
ware, enamelware and small uten- 
sils, are presented on tables, since 
these popular selling lines sell bet- 
ter when shown in this manner. 
In arranging merchandise on these 
tables, step-up display units and 
mass or feature displays on the 
ends of tables are used to improve 
the presentation of the line. 


Table Arrangement 


Tables are arranged in three 
rows in the center floor layout of 
the store. Two tables back-to-back 
make up the display battery. In 
certain sections of the store plat- 
forms are substituted in order to 
show floor merchandise. 

The displays on the tables repre- 
sent effective planned merchandis- 
ing. Each display features special 
traffic items on the end. All items 
shown are related and one item 
suggests the need of another. 

Even the large posts through the 
center of the store are turned into 
merchandising units by surround- 
ing them with special tables and 
developing panels for the display 
of certain items on the posts. An 
attractive electrical department is 
located around one of the posts. 
Electrical ceiling units are sus- 
pended from a fixture attached to 
the ceiling. Wall lighting units are 
shown on the post. The electrical 
supplies are displayed on the 
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Rest rooms and drinking fountain are at the rear of 
the store, while the office is on a balcony above. 


Correct Price ? 


HE advisability of putting into 

writing agreements on impor- 
tant transactions is again illustrated 
in a recent Louisiana case. There 
an oral agreement was made for 
the sale of a business. The buyer 
paid a certain amount, which he 
claimed was the full purchase price. 
The seller insisted that they had 
agreed upon a much larger sum as 
the price of the business and sued 
the buyer for the alleged unpaid 
balance. 

Since there was no written con- 
tract whereby to prove the price 
agreed upon, both sides introduced 
oral testimony. All the court could 
do was to “weigh” the testimony to 


determine which side had a “pre- 
ponderance.” 

“The preponderance of the testi- 
mony and the surrounding circum- 
stances,” the court decided, “sup- 
port the seller’s contention.” The 
effect of this decision was to require 
the buyer to pay the higher price 
claimed by the seller. 

Oral contracts are only too apt 
to end up in dissatisfaction to at 
least one of the parties. One side 
may be forced to pay more than the 
correct amount, or the other side 
may be required to accept less than 
the amount bargained for. A written 
agreement avoids those troubles! 
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Major appliances are important items and occupy 
the most productive space in the hardware store. 


But trade-in units, many of 
them worthless, are involved 
in a growing percentage of 
sales of new units annually. 


Wanted—a Sound Basis 
for Trade-ins 


_ sound _ basis 


must be arrived at for deciding 
what a prospect should be given 
for a used refrigerator or the deal- 
er is going to find the major part 
of his profit from the sale buried 
—and lost—in an old unit, ap- 
praised and paid for at too dear a 
price. 

An example of this problem oc- 
curred recently with three dealers 
competing for the sale of a new 
refrigerator in which the trade-in 
of the old mechanical unit was an 
important part. Each dealer 
quoted a different allowance and 
these were increased repeatedly 
until it seemed that a deal for the 
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old refrigerator, rather than the 
quality and selling price of the 
new unit, had become the major 
factor in the minds of both the 
prospect and the dealers. 

The first dealer offered an al- 
lowance of $34.00; the second 
eventually offered $150.00; while 
the third dealer, not to be outdone, 
finally allowed $157.00 for the old 
box. The new unit under consid- 
eration was priced at less than 
$400.00. The real problem, quite 
evident in this illustration, is that 
there is apparently no sound basis 
for arriving at the real value of a 
used electric refrigerator. 

During the 1939 selling season, 


By C. E. MOSELEY 
Sales Manager, 
Cage Hardware Co., 
Corpus Christi, Texas 


our figures show that we had to 
take in trade-ins on 22 per cent 
of all the new unit sales. During 
1938 only 12 per cent of the sales 
involved trade-ins, and during 
1937 less than 6 per cent. 

It is obvious from these figures 
that more and more sales of new 
units are involved with trade-ins. 
A few years from now and it will 

(Continued on page 59) 
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Indestro Self-Serve Counter Card ¢ 
—This display is offered by the In- 4 
destro Mig. Corp., 2649 N. Kildare Silex Parts and Accessories Board % 
Ave., Chicago, Ill. Items are stocked —Shows a complete assortment of é 
in the display, and prices shown on items that customers replace. May 
the card. be used in windows or tables. It is 

offered to dealers with the purchase 
of merchandise by the Silex Com- 
pany, Hartford, Conn. 
Modernaire Heater Dis- 
plays — Display cards and 
wall banners produced in 
five colors are offered by 
the Globe Machine & 
Stamping Co., 1250 West 







76th St. Cleveland, Ohio 
This display card is 21 in. 
wide by 28 in. high. Wall 
banner is 14 in. wide and 
40 in. long. 












Card Salesm 

Simplex ihe Ae 
listing: 12 selling points 
about Simplex screw 
jacks and lever jacks is 
Offered by Templeton, 
Kenly & Co,, Chicago, 
Hll., for window and 
counter use. Demonstra- 
ion jack is q part “of 
each display. 
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WAVE THEM ABOUT 
WHEN THE LCN 00v 





Royal Fuse Plug Mer- 
chandiser — This revolv- 
ing stand showing 100 
packs of fuse plugs is 
offered by Royal Elec- 
tric Co., Inc., Pawtucket, 
R. I. It is supplied free 
with the purchase of a 
special assortment of 
fuse plugs. 





Blackstone’s “Mechanical 
Mandy” — Life-size cut-out 
window and floor display 
dramatizes the new Black- 
stone Perfected Automatic 
Washer and is offered io 
dealers by Blackstone Cor- 
poration, Jamestown, N. Y. 
It is 60 in. by 40 in. and is 
printed in four brilliant col- 
ors. Display consists of the 
large “Mandy” unit and a 
smaller easel card for the 
top of the machine. 
























Protex Motor Oil 
Sales-Builder — Colorful 
stand in red, white and 
blue colors, is offered to 
dealers by the Apex Oil 
Products Co., 100 No. 
17th Ave., Minneapolis, 
Minn. Different size cans 
can be shown inthe 
rack. 








Merchandising Suggestions 


for the Holiday Season 


HARDWARE AGE 
Original 
Window Display 
IDEAS 


[| first stores to 


show Christmas merchandise are 
usually the ones to make a most 
favorable impression on people. 
The hardware dealer who wants 
to do a satisfactory business in 
Christmas goods should plan to 
take advantage of this fact and 
consideration must always be 
given to local factors in deciding 
such matters. 

Successful holiday openings are 
decidedly important. They are de- 
signed to bring as many people as 
possible to the store and to ac- 
quaint them with the stock of 
Christmas goods. Children are the 
ones most interested in seeing 
these items and this naturally en- 
lists the interest of all parents. 


FLASHLIGHTS 

8 cen-—O0¢ 

2ceu.- OOF 
BATTERIES 





Promote flashlights as gift items 

and arrange in mass displays and 

cover the display of batteries with 
a glass top. 
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GIFTS HOME 























Major Appliance Christmas Window 


Merchandise: Feature major appliances such as refrigerators, washing 
machines, portable radios, console radios, also table appliances such as 
toasters, electric ovens, chrome utensil sets. 


Background: Center panel of white corrugated board or wallboard 
painted white. Side panels covered with Christmas Cellophane curtain 


material in colors. 


Cut-out letters of red corrugated board. 


Suggested Interior Displays: For tables—portable radios, small elec- 
trical appliances. For platforms—refrigerators. 


In planning an opening, the 
interests of children should be 
of paramount consideration. The 
more children that attend the 
greater will be the interest of 
grown-ups, for news of what hap- 
pens will be carried home to every 
family. 

The majority of plans are based 
on extending an invitation to chil- 
dren and parents through the 
newspapers or by direct-mail. 
Where the opening is an annual 
feature, a mailing list consisting of 
previous years’ registrants can be 
used as a basis for the mailing. 
Even though invitations are sent 
by mail, it is a good plan to ex- 
tend a general invitation through 
the newspaper just to cover those 
families who were not present be- 
fore. 


Children attending the opening 
are registered and usually are 
then presented with a gift. The 





Oven 
Casseroie 
4 Bucs 











na! ror 
Ii ; ae: 


casseroles are practical 
Feature them prominently 
on your gift tables. 


Oven 
gifts. 
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THE REPLACEMENT 
MARKET ON SHOTGUNS 
Big opportunity 
in repeating models 


Dealers are finding a par- 
ticularly active market for 
neg shotguns like the 
Remington Sportsman 
autoloader shown here, 
the Model 11 autoloader, 
and the famous Model 31 
pump gun. 

The reasons are ob- 
vious. Not only are 
more new shooters tak- 
ing up shooting each 
year, but thousands of 
experienced hunters are 
tlising a long felt 
ambition to own a 































modern Remington 
repeater instead of 
the old single or 


double barrel gun. 

The single sighting 
plane of the repeater, 
plus its extra shots, 
gives the hunter a 
better chance to bag 
his game. 

The extra shots in 
a repeater serve an- 
other purpose, too. 
They reduce the 
number of cripples 
that get away, a 
very practical 
conservation aid. 
Push these mod- 


shooter custom- 
ers. (Inciden- 
tally, they make 
ideal Christmas gifts!) 


(Advertisement) 
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ern guns to your .- 





mantel. 


guns. 


The gun over the fireplace 





A universal feature of early American | 
homes was the gun hung on pegs over the 
It wasn’t placed there only to be 
easy to get at when it was needed. It 

occupied its position of prominence be- | 
cause Americans find beauty in the sleek | 
lines and master workmanship that go 

into a good gun. 


That’s one reason why guns lend them- 
selves so successfully to store display. 
They attract people into the store. . 
make them want to stop and handle the | 
A good display of guns not only | 
helps step up sales of the guns shown, but, 
by increasing traffic, helps you to sell all 
sorts of other items. 


In this Christmas season, don’t fail to | 
make your gun display as prominent as 
was the old cap-and-ball Remington hang- 
ing over the fireplace in your grand- 
father’s house. 


A Remington Dealer Letter with a timely message 
for you will appear on this page—in each issue. 








GIMME SOME 


OF THOSE 
. WET-PROOF 





} NITRO-EXPRESS 





“*Kleanbore,’’ 


Sportsman,”’ 
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‘*Hi-Speed,’’ 


“Nitro Express,’’ 








*“Wet-Proof”’ 


a 





and 


A STEADY SELLER 
IN ANY SEASON 
‘Rem Oil,’’ 


for its fine 
lubricat- 
ing, cleaning 
and polishing 
qualities, con- 
tains a re- 
markable new 
substance de- 
veloped in Du 
Pont research 
labora - 
tories and 
known as + “ieee Pressure 
(E.P.) Lubricant.” Especial- 
ly compounded to increase 
the efficiency of lubricants 
under extreme conditions, this 
unique ingredient causes the 
oil film to spread more even- 
ly and adhere more tena- 
ciously to metal surfaces. 
“Rem Oil” has thousands 
of uses in the home. It’s a 
steady and profitable item 
in fall, winter, spring and 
summer. Supplied in a 
good-looking display carton. 








world - famous’ 
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WHY KLEANBORE* 
HI-SPEED* .22’s 
ARE “DIFFERENT” 








All .22 cartridges look pretty 


much alike. Yet shooters 
show a very definite prefer- 
ence for Kleanbore Hi- 
Speed .22’s. Why? 

We believe it’s more than 
just habit. We honestly 
think that the answer lies 
in the Remington - DuPont 
ballistics laboratories, which 
have made these cartridges 
the marvels of accuracy and 
power that they are, and 
kept them up to those high 
standards year after year. 

We believe Kleanbore 
priming has a lot to do with 
it. “Kleanbore” is the origi- 
nal 100% non-corrosive 
priming that gives depend- 
able protection to the gun 
barrel and ends barrel clean- 
ing. Shooters want it. 

We believe, too, that our 
constant advertising pres- 
sure on Kleanbore Hi-Speed 
.22’s has also contributed to 
the demand. We’ve got a 
fine product, and we have no 
intention of hiding our light 
under a basket! 


—_ 
. 


SOME EXCLUSIVE 
FEATURES OF 
“NITRO EXPRESS” SHELLS 























One of the features of the 
distinctive green Nitro Ex- 
press shells is the exclusive 
Corrugated shell body. This 
important and exclusive fea- 
ture makes the shell stronger 
and tougher—makes it load, 
feed and eject more easily— 
makes it easier to handle 
with cold-stiffened fingers. 
“Nitro Express” shells are 
made double Wet-Proof by 
an exclusive Remington 
process. And above every- 
thing else, they have Klean- 
bore priming, plus the wal- 
loping power shooters want. 





“Rem are Reg. U. S. Pat. Off. by Remington Arms. Co., Ine., Bridgeport, Conn 
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Housewares Gift 
Window 


Merchandise: Syphon bottles, vac- 
uum bottles, electric clocks, cas- 
seroles, cocktail sets, carving sets, 
percolator, electric sandwich grill, 
silverware set, wrist watches, 
alarm clocks, waffle irons. 


Background: Center panel of 

white corrugated board or wall- 

board painted white. Side panels 

covered with Cellophane curtain 

in Christmas colors. Bow and cut- 
out letters in red. 


gift can be candy or any other 
item which may lend itself to this 
use and also be attractive to the 
youngsters. accept 
letters to Santa during these peri- 
ods. Others conduct programs of 
toy demonstrations, readings and 
singing of Christmas carols. Often 
the children take part in the pro- 
gram themselves. 

Openings serve to set the en- 
tire community thinking about the 
holiday season. This stimulates 
entire families to begin their 
Christmas shopping at an early 
date which serves to spread out 
the rush more evenly for the mer- 
chant. 

About this time the dealer 
should begin promotion of the 
“lay-a-way” gift plan. This is a 
big aid to early shopping. Cus- 
tomers can select items, make a 
small deposit and be sure of get- 
ting just the merchandise they 
desire for Christmas. It also has 
the other advantage of purchasing 
gift items on the installment basis 
with no entanglements since the 


Some stores 
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merchant holds the merchandise 
as security. 

Well-planned Christmas adver- 
tising is very helpful to a holiday 
selling season. Advertisements 
should contain items from every 
department that are suitable for 
Christmas giving. These general 
advertisements should be supple- 
mented with smaller ads contain- 
ing the merchandise from a single 
department. 

The toy catalog is another very 
popular form of Christmas ad- 
vertising. These catalogs are 
made available to dealers by most 
of the wholesale hardware houses. 
They are well illustrated, printed 
in colors and decidedly attrac- 
tive. Mailing costs are reasonable 
and the merchandise shown in the 





GIVE A 











Show hammers in gift boxes on 

one of the Christmas tables. 

Showcard should point out that it 
is a decidedly practical gift. 


catalog is well selected and inter- 
esting to customers. Dealers fre- 
quently will mail out the catalogs 
about the time the holiday season 
opens and then send out another 
mailing of the same catalog a 
week or 10 days before Christmas. 





GIVE 
PRACTICAL 
GIFTS 














Tool and Sporting Goods 
Gift Window 


Merchandise: Hammers, butt chis- 
els, and planes in gift boxes, 
tackle box, flashlights, fishing 
reels, casting rods, shotguns, 
shells, golf balls, ice skates, roller 
skates, ski wax, electric razors, 
pocket knives, safety razors, wa- 
terproof match boxes, compass. 


Background: Background covered 

with Cellophane curtain in Christ- 

mas colors with the exception of 

a center circle. Green festooning 

around circle. Red cut-out letters 
on a white background. 


Store meetings for the discus- 
sion of Christmas promotion 
plans will serve to generate en- 
thusiasm for the holiday selling. 
Salespeople should be informed 
about the merchandise at this time 
and told the advantages the store 
has over competition. By carry- 
ing out this meeting with enthusi- 
asm the entire organization will 
be ready to go out and break 
selling records. 





Effect of Contract 


HY do business men so often 
find that contracts they have 
signed do not mean what they 
seemed to mean or do not operate 
in accordance with what appear to 
be plainly stated provisions? 
Frequently it’s because some law 
of which the business man was un- 
aware, gives the contract a meaning 
or legal effect which the business 
man never anticipated. He cannot 
escape the effect of the law even 


though he never heard of it and did 
not have it in mind when he signed 
the contract. The Supreme Court 
of California recently put it this 
way: 

“All applicable laws in existence 
when an agreement is made neces- 
sarily enter into it and form a part 
of it as fully as if they were express- 
ly referred to and incorporated in 
its terms.” 
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A CROSS-SECTION OF GOOD WILL 








@ The Atkins National 
Hardware Open House Prize Contest proved something we've 
all known for a long time. It proved that the local hardware 
dealer is a mighty popular citizen. Customers admire his 
honesty — respect his judgment — and trust his advice. Few other 
merchants have so large an asset of good will. 


Atkins is proud to do business with hardware men — proud 
in the knowledge that Atkins saws have helped sustain your 
well-earned reputation for quality merchandise, dependable 
service and honest values. Consistently and repeatedly Atkins 
features the local hardware dealer in national advertising. And 
you can hold the edge in profitable sales by featuring Atkins 
in your store. 


Geature the Leaders — 
AND WATCH THE WHOLE LINE SELL 
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ATKINS 
New 2000" Heud Sau 


A sensationally popular tool. New scientific design — new ease of 
handling. New modern appearance. And each Atkins “2000” saw 
has a “personality” tag — which entitles each purchaser to a set of 
decal initials—a great merchandising feature for a great saw 


q, VM iii hw ; 
ATKINS CROSS-CUT NO. 9 


Here's the saw the cutters vote for. It's faster —with less drag. 
Has keen, tough teeth—“‘segment ground’ —that requires 
less frequent filing. 


ATKINS ~~~ 


v2) 
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Gilet, SAWS 


410 S. Illinois St., Indianapolis, Ind. 








R - W Door Hangers —_ Patented Lock 
Joint Tracks for Doors of any Size or Weight 


Most Profit in R-W Line 

The range of R-W Door Hangers and Lock Joint 
Trolley Track covers everything from the largest 
to the smallest that anyone would ever need. 
R-W track is truly remarkable. So tightly do the 
joints lock together that it is virtually a one-piece 
track. Hangers operate over R-W track with com- 
plete trouble-free smoothness. There’s no other 
track exactly like it in the world. 


Preferred by Builders 
And no other line has the reputation for quality 
and such a wide acceptance from builders and 
architects as does Richards-Wilcox. 


Richards-Wilcox has the service you want— 
speedy, dependable service backed by over 


Richards-Wilcox Mfg. Co. 


60 years of experience. You'll like doing busi- 
ness with Richards-Wilcox and with R-W products 
in stock you'll do more business. Let us prove it. 


TIPS FOR BUSINESS 
™® Slidetite patented garage door hardware 


* “DoR-Way” hardware for garages, barns, 
warehouses 


* Door holders and door dogs 

* Locks, bolts, latches 

* Fence stretchers 

* Fire and industrial doors and hardware 
* School Wardrobes 

* Hardware Specialties 


Write for R-W catalog. 








“AWMANGER FOR ANY DOOR THAT SLIDES” 
AURORA, ILLINOIS, U.S.A. 
Chicago Boston 


Branches: New York 

Indianapolis St. Louis 
Los Angeles San Francisco 
Milwaukee 


“Quality leaves 
its imprint” 


New Orleans 
Omaha 


Des Moines 
Seattle 
Richards-Wilcox Canadian Co., Ltd., London, Ont., Montreal, Winnipeg 


Philadelphia Cleveland Cincinnati 
Minneapolis Kansas City 
Atlanta Pittsburgh 








Detroit 
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Below—Another section 
of the present business 
district consisting of 
small stores. Properties 
are, for the most part, 
owned by residents. 


















New business block in Linden, 
N. J., may cause shifting of 
trading center and changes 
values 


in local real estate 


Linden’s new decentralized block is 
filled with attractive stores mak- 
ing a complete shopping center. 












New Business Centers for Old 


usi- 
ucts 
e it. 

A NEW business don, England, where they are quite _ esting and attractive block and be 
block filled with shining new common, with the firm Greater diverted from the normal business 
stores is giving the merchants of | London Shop Properties, Inc. district. 

Linden, N. J., something to think That merchants anticipate more 
about. This new development, lo- Attracts Traffic competition from the new block is 
cated about a_ block-and-a-half apparent because of the general 
from the present trading center, Although it is still too early to improvements that are being car- 
may shift consumer traffic enough _—_ appraise definitely what effects this ried out in many local stores. New 
to effect values of some business § development will have upon local fronts are being installed and in- 
properties in the community. Busi- businesses, present trading center _ teriors of stores modernized and 
ness men and building owners in and local real estate values, the |= made morevattractive. No doubt 
other cities similarly situated | new establishments in the block this is being done in an effort to 
might well watch the results in are attracting consumers and sales _ counteract the appeal of the new 
connection with this new type of are reported to be better than the _ stores to local residents. 
ee business center. new tenants expected. With oc- Linden is a typical industrial 
) Edward Lotery, associated with | cupants such as F. W. Woolworth city of a type found frequently 
. A. B. Ashford, Inc., New York & Co., an A & P super-market, and near large metropolitan centers. It 
Ss real estate firm, evolved the idea other well-known national distrib- has a population of about 22,000 
) of decentralized business centersof | utors who operate the most mod- _and has 62 individual business es- 
os this type. He has achieved con- _ ern retail stores, there is good rea- tablishments of 28 different types 
siderable success and renown as a __ son to expect that some customer _ of enterprise in the two blocks 
ee builder of these centers in Lon- traffic will flow to the more inter- _ comprising the business district. 
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ADVANCES 


Poultry netting. Fur farm netting. 

Heavy wrenches. Chain wrenches. 

Chain vises. One line sheet metal machinery. 
One line power squaring shears. 


Two lines fishing reels. 


Some fire extinguishers. 


Firearms. Lead shot. Some builders’ hardware items. 
One line of pumps. Lead pipe, etc. Coke. 





Poultry and fur farm netting 
-Revised quotations on poultry net- 
ting and fur farm netting have been 
issued by leading makers. The mark- 
up on 19 and 20 gage nettings, in 
recently issued price sheets aver- 
ages about 3 per cent. On fur farm 
netting, 18 gage and heavier, the ad- 
vances average about 5 per cent. 
” * * 


Wire screen cloth—Several] 
leading manufacturers of wire screen 
cloth have withdrawn prices, and 
have not as yet issued new quota- 
tions. One manufacturer recently 
issued a bulletin which said, in part, 
“we feel obliged at this time to ask 
your cooperation in view of the pres- 
ent situation regarding screen cloth. 
We have an unusually large volume 
of orders on our books, costs are 
rising and raw materials are becom- 
ing increasingly scarce. The large 
needs of our Government require 
consideration. Therefore, temporarily 
at least, we must withdraw all prices 
on screen cloth. Orders and com- 
mitments which are now on our 
books will be taken care of, of 
course, but for additional quantities. 
either for immediate or later ship- 
ment, we ask that you write us ad- 
vising the quantities involved and 
the delivery required. We will then 
be pleased to give you full informa- 
tion as to our ability to accept, and 
ship, as well as to prices.” 
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Chain link fence—Manufac- 
turers are flooded with large gov- 
ernment-inspired orders for prop- 
erty-protection fencing, to enclose 
encampment areas, and the many 
plants which are engaged in manu- 
facturing defense essentials. De- 
liveries are speedily required, and 
production facilities will be stretched 
to the maximum for some time to 





ADVANCES 
EXPECTED 


Some summer sports lines. 

Some farm, garden supplies. 

Some plumbing lines. Galv. range 
boilers. 

Blow torches. Chain link fences. 





come. One leading maker, on Nov. 
8, notified its distributors that: 
“Higher manufacturing costs com- 
pel us to withdraw immediately all 
quotations on chain link fence. 
“For the past four or five months 
prices on raw materials used in pro- 
ducing our fence have been ad- 
vancing almost daily. Zinc, as an 
example, which is required in the 
hot dip galvanizing of our chain 
link fence fabric and fittings has 
increased from $5.50 to $7.25 per 
100 lbs. While prices on other ma- 
terials have not reflected such a sub- 









stantial advance, nevertheless, they 
cannot be disregarded. 

“We have been absorbing these 
higher costs up to this time, but we 
cannot continue this practice any 
longer. . . . We suggest that you in- 
quire for new costs immediately.” 

* * * 

Wrenches—One manufacturer 
has marked up heavy wrenches 
about 14 per cent and chain 
wrenches about 10 per cent. The 
same company advanced chain vises 
about 7 per cent. 

* - * 

Sheet metal machinery—The 
Peck, Stow & Wilcox Co., Southing- 
ton, Conn., on Nov. 14, advanced 
sheet metal machinery prices about 
15 per cent, and power squaring 
shears 10 per cent. Power press 
prices were withdrawn and will be 
quoted only on application. Current 
orders are being accepted only at 
the new prices. A new price sheet 
is being prepared. 

* * cm 

Tool steel—One maker of tool 
steel has reaffirmed the present base 
price on high speed steel of 67 cents 
a |b. for the first quarter of 1941. 
at the price prevailing during 1940. 

* * * 

Sports supplies—In their 
holiday goods placements, retailers 
are including more than the usual 
number of sporting goods items, par- 
ticularly cameras, fishing rods and 
reels, and golf balls. Current sales 
of basket balls are increasing while 
the football season is waning. There 
has been a vogue for very good 
juvenile size footballs in toy depart- 
ments. These are about one-quar- 
ter regular size, but are laced and 


fitted with bladder in fairly sub- 





DECLINES 


A few cabinet pulls and knobs. 
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* Gibson’s past 4-year suc- 
cess is the most spectacular and 


consistent in the industry. Why? 





Because Gibson finds out and makes 






what the women want, and NOT what some 


plant engineers and executives dream up. 





Result: Distributors and dealers stay in 





business and make MORE profits on Gibson 





Electric Refrigerators and Ranges. 


DON’T GET INVOLVED! 











It won’t be long now ... it’s a short line and a short 
time until you'll see it at your distributor’s showing! have worked some years ago, but CAN’T 
Gibson range designers took a tip from the tremen- S 
dous success of the Gibson refrigerator fine . . . so 
the 1941 Gibson range line will provide what it takes —get Gibson’s 1941 story! 
to (1) bring in prospects and (2) sell UP! 





NEW ELECTRIC RANGE LINE COMING! 
Don’t get mixed up in a deal that MIGHT 


work today! ... Get the industry’s big news 











GIBSON ELECTRIC REFRIGERATOR CORPORATION ¢ GREENVILLE, MICHIGAN 


Export Office: 201 N. Wells St., Chicago, U.S. A. e Cable Address: Gibselco, Bentley Code 
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Rural America has been moving ahead 
in the last few years... . faster than 
most of us think. New power lines have 
made it the pump man’s most fertile 
market. And right now higher farm 
prices are making it a most receptive 
market. Rural folks want running wa- 
ter. They know that no single farm pur- 
chase can bring greater profits and @ 
greater anten to me entire somes. ” 
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These factors being true, cashing- 
in on the opportunities for volume 
selling in this rich market is 
mainly a matter of proper selling 
methods. Myers meets this need 
with a broad range of Promotional 
Activities. You select those best 
suited to your local selling con- 
ditions 





*FOR THER > B-C OF RUNNING WATER - 
ADEQUATE Capacity 
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Shallow Well Plunger Type Deep Well Plunger Type Ejecto Deep Well Type 


When you sell Myers Water Systems you’re selling a really complete line. Every demand 
for running water under pressure is met with these three Systems. Quality built, 
nationally advertised and popularly priced they provide adequate capacity, built-in 
reliability and cost savings over the years. There are territories open for qualified 
dealers. Wouldn't you like to have our proposition? Write or wire for particulars. 


“THE F.E.MYERS & BRO.CO. 


ASHLAND. OHIO. 
PUMPS - WATER SYSTEMS + SPRAYERS + HAY TOOLS - DOOR HANGERS 
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Hardware Exports 
Show Good Gain 


United States exports of hard- 
ware and allied lines valued at 
$4,651,342 in September were 18 
per cent above those of Septem- 
ber, 1939, according to the United 
States Department of Commerce 
publication Foreign Commerce 
Weekly, Nov. 9, 1940. Details 
relative to hardware and related 
product exports are shown in the 
following table, values being ex- 
pressed in millions of dollars 





First 9 months 

Cee; 

Commodity group | change 

1939 | 1940 
Hand tools... P 13,563 | +31 
Abrasives 6,527 +25 
Builders’ hardware... 3, 4,683 +36 
Stoves and furnaces. ... 7 | 3,068 +1 
= SR 903 | 3,268 | +72 
Plumbers’ supplies... . 3,323 +4s 
Lamps and lanterns 740 1,022 | +38 
Other hardware items 6,046 +50 








Total 30,912 | 41,443 | +34 





stantial style. Some advances are 
expected in summer sports lines. 
because manufacturers are tem- 
porarily absorbing cost and tax in- 
creases which they state they must 
later write into their quotations. 
Jobbers have had advances on two 
lines of fishing reels, ranging up to 
10 per cent on some lower-priced 
numbers. 
* * *% 

Fire extinguishers —,Other 
items carried by many hardware 
stores, which have jumped in sales, 
for protective purposes, during re- 
cent months, are efficient fire ex- 
tinguishers, or more extensive hose 
and pumping equipment. By reason 
of cost increases on brass and chemi- 
cals, the’ 214-gallon extinguishers 
have recently been advanced 50 cents 
per unit, by some makers. 

x  & 


Firearms advanced—Leading 
manufacturers have just issued new 
quotation sheets on firearms, with 
advances reported as averaging 7 
per cent. Further details of the 
more important changes will appear 
later. It is known that makers of 
firearms have suffered sharply higher 
labor costs. 

+ *% * 

Lead  shot—Following ad- 
vances on lead there have been two 
mark-ups on lead shot, each at the 
rate of 5 cents per 25 Ib. bag, and 
of 5 cents per case on air-rifle shot. 
Quotations are limited and subject 
to further change without notice. 

*% * * 


Builders’ hardware—Leading 
makers recently advanced prices 
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from 5 to 74% per cent on some 
competitively priced rim _ night 
latches and dead locks. One line 
of spring hinges and show case 
hinges was recently advanced 5 per 
cent. One line of cabinet hardware, 
sash locks, lifts, etc., was recently 
advanced about 5 per cent. Another 
manufacturer announced reductions 
of 5 to 10 per cent on a few items 
of cabinet pulls and knobs. Makers 
of lock hardware and building trim 
are very busy, and wholesalers re- 
port delays of several weeks in 
shipments, are becoming common. 
* * x 


Farm and garden supplies 
No price changes have occurred 
since 1941 opening schedules were 
announced, and changes from last 
year’s prices were very few. There 
is news from some makers that ris- 
ing costs may bring a few mark-ups 
for late fill-in orders, and that some 
later shortages may be expected. 

* * * 


Snow tools—Early snows in 
many sections have brought an un- 


usual November demand for snow 

tools. Manufacturers and jobbers 

generally were well prepared to 

handle the sudden rush from dealers. 
* * * 

Lawn mowers, etc.—Lines 
like lawn mowers, grass catchers. 
and garden hose have sold better 
than last year, to date, but there is 
wide appeal to late buyers to get 
their orders placed to avoid both 
possible shortage and _ probable 
price revisions. 

* * * 

Sweat pads — Buyers have 
learned that current (last season’s) 
prices on sweat pads will continue 
unchanged for spring orders. 

* * *% 

Pumps—After the withdrawal 
of old prices on one line of hand 
lift and force pumps, previously 
mentioned, advanced quotations on 
some numbers were announced 
ranging up to 12% and 15 per cent. 


% % * 
Plumbing lines Factories 
are rushed with a very heavy de- 
mand for government camps for 





Importance of Individual Items in 


Saw and Firearms Lines Shown in 


Census of Manufacturers for 1939 


ETAILED statistics on pro- 
duction of firearms, saws and 
other products sold through the 
retail hardware store, as now being 
released by the Bureau of Census, 
Department of Commerce, Wash- 
ington, D. C. in the 1939 Census of 
Manufacturers, may prove valuable 
to dealers and wholesalers since it 
shows the importance of many in- 
dividual items in the complete line. 
In the report on fireams, for ex- 
ample, pistols and revolvers ac- 
counted for 9.2 per cent of the 
total product value, rifles 28.5 per 
cent, shotguns 35.8 per cent, and 
parts and accessories 26.5 per cent. 
Considering the rifle figures only, 
repeating rifles represented 82 per 
cent of the value of all rifles pro- 
duced while single-shot rifles ac- 
counted for 18 per cent. Single- 
barrel shotguns represented 72 per 
cent of the total value of all shot- 
guns with double-barrel shotguns 
representing 28 per cent. 

The manufacturers of firearms re- 
ported considerable decrease in 
employment and wages and a moder- 
ate decrease in production for 1939 
as compared with 1937. The value 
of all products of the industry for 


1939 amounted to $17,711,651, 
which was a decrease of 17.8 per 
cent under the $21,554,870 re- 
ported in 1937. 

In the saw manufacturing indus- 
try, woodworking saws accounted 
for 51.5 per cent, metal working 
saws. 34.4 per cent, and saw parts 
and accessories 14.1 per cent of the 
total value of all saws produced. 

Hand saws represented the larg- 
est value in the woodworking saws 
class ‘with 34.3 per cent of the total 
production. Crosscut and buck 
saws accounted for 16.7 per cent. 
circular power saws 28.8 per cent, 
band saws 18.1 per cent, and other 
power saw blades 12.1 per cent. 

Hacksaw blades were 70.5 per 
cent of the value of all metal work- 
ing saws. Circular power saw 
blades were 10.7 per cent, and 
band saw blades 18.8 per cent of 
the total in this group. 

Manufacturers of saws reported 
slight decreases in employment, 
wages and production for 1939 as 
compared with 1937, according to 
preliminary figures. The value of 
products of the industry for 1939 
amounted to $18,470,682, a decrease 
of 6.9 per cent compared with the 
$19,853,034 reported for 1937. 
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PRICES 
WITHDRAWN 


Wire screen cloth. Chain link 
fence. 


One line power presses. 





staple plumbing installations, and 
some delays are likely in filling of 
trade orders. Wholesalers hear news 
of probable price mark-ups ahead 
on certain higher grade bathroom 
standard pipe fit- 
tings, and on galvanized range boil- 
ers, but with no definite announce- 


ment as yet. 
* * 


accessories, on 


Blow torches—There is more 
than the usual seasonal demand for 
blow torches, which are going out 
on government requisitions, as well 
as selling heavily to distributors who 
fear possible higher prices. 

* 2 es K 

Lead pipe—The steady rise 
in lead prices since August has af- 
fected lead pipe and sheet lead 
prices, also traps and washers, sev- 
eral times—the latest being a 15- 
cent rise per 100 pounds on Nov. 8. 

* + * 


Rubber products—The _ rub- 
ber industry is participating directly 
and largely in the national defense 
program. Beside the original tire 
equipment needed for army trucks, 
manufacturers are called upon to 
supply bullet-proof tires for combat 
conveyances, and _ rubber block 
treads for military tanks. Rubber 
tires for aircraft are now, of course, 
a steadily increasing item. Most of 
the major rubber manufacturers 
have taken government orders for 
such items as raincoats, overshoes 
and rubber boots. Hose and belting 
are other rubber company products, 
the sale of which has been stimu- 
lated by the current step-up in all 
factory equipment programs. 

~ % * 


Paints and varnishes—The 
China wood oil situation has been 
a source of constant worry to the 
paint and varnish trade as to out- 
put, but chiefly as to transportation, 
ever since the Sino-Japanese war 
started in July, 1937. Conditions 
gradually became so chaotic that 
the Chinese government has under- 
taken to regulate the export of wood 
oil and its sale in the United States 
through the Universal Trading Corp. 
One effect has been to stabilize 
prices. 

* * * 

Electric refrigerators—Elec- 

tric household refrigerator sales in 
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September totaled 113,846 units. 
compared with 81,473 units in Sep- 
tember, 1939, according to the man- 
ufacturers’ association. There was 
a sharp drop in September from 
the August total, yet the September 
figure was the highest on record for 
that month. September, too, was 
the thirteenth successive month to 
show sales in excess of the cor- 
responding month of the preceding 
year. 
* * * 

Commodity prices—With oc- 
casional brief reactions, the broad 
trend of materials prices moves 
slowly upward. On November 13. 
the Associated Press weighted whole- 
sale price index of 35 cash com- 
modities, based on 1926 as 100, ad- 
vanced to 76.72—the highest mark 
since late 1937. Rubber, wool, zinc 
and lead were at, or near, the year’s 
high, while hides were weaker. Cop- 
per and zinc stocks are being 
rapidly depleted, but the possible 
shortage of copper sometime in 194] 
has not yet affected quotations ma- 
terially. It was reported that cer 
tain producers are unable to promise 
delivery of copper to users before 
February and in instances 
March. The limited supply and the 
tight situation in coke is reflected 
in recent contracts placed for first 


some 





PRICES 
REAFFIRMED 


Tool steel. Sweat pads. 





quarter 1941 delivery at an advance 
of 50 cents a ton. 
* * * 

Building and building mate- 
rials—Demand for lumber and other 
building materials, and for nails, 
carpenters’ tools and builders’ hard- 
ware is greatly swelled by the calls 
of the defense program, either 
directly or through expansion of 
manufacturing and storage building. 
According to F. W. Dodge Corp., 
New York City, the value of all con- 
struction contracts placed in the 37 
states east of the Rocky Mountains 
during October amounted to $383,- 
069,000. This represents a substan- 
tial recovery of $35,418,000 from 
the previous month, and a gain of 
$121,273,000 over October, 1939. 

During the Nov. 9 week, ship- 
ments of lumber were 12 per cent 
ahead of the corresponding 1939 
week, but production was 5 per cent 
less. New orders booked during the 
week were 25 per cent greater than 
in the similar week last year. 





Brush Department Increases Sales 


ALES of brushes and brooms in- 

creased when J. B. Simon & 
Bros., West Chester, Pa., established 
a complete department for this mer- 
chandise. E. M. Simon, owner, de- 
signed a modernistic display stand 
and made a complete department for 
this merchandise. ‘It was located 
across the aisle from the wrapping 
counter and sales began to improve 
at once. 

Heretofore, this merchandise was 
scattered all over the store. Some 
of the items were shown in the house- 
wares sections, others were displayed 
in the paint department and many 
of the brooms and mops were not 
shown at all. “Now customers can 
see all of our brushes, mops, and 
brooms, and the purchase of one 
item often leads to the selection 
of another,” according to Mr. Simon. 

The rack is constructed of red- 
wood boards 12 inches wide. The 
ends of the unit facing the aisle are 
rounded to carry out the modernistic 
design and also to keep customers 
from hurting themselves if they 
should bump into the sides. The 
rack has four shelves, the top one 
about four feet from the floor. The 


center part which holds mops and 
other long-handled goods can be re- 
moved, thus permitting some flexi- 
bility in arrangement of merchan- 
dise in the display. The unit is fin- 
ished with clear shellac. It was made 
by Mr. Simon during spare times. 


All kinds of brushes, mops and 
brooms are featured in this mod- 
ernistic display unit. 
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There is MORE 
AMERICAN FENCE 








IT MUST BE GOO 
TO HAVE A RECORD 








LIKE THAT! 





ARMERS choose American Fence because it lasts. Dealers 
choose it because it is easier to sell a brand that farmers 
know ... good reasons why it will pay you to make your 
store known as headquarters for U-S:S American Fence. Write 


us for displays, folders and other sales helps. OTHER HIGH-QUALITY U-S-S 
‘ American products include steel 
posts, barbed wire, nails, poultry 


AMERICAN STEEL &® WIRE COMPANY fences and netting. 
Cleveland, Chicago and New York 
COLUMBIA STEEL COMPANY 
San Francisco 
TENNESSEE COAL, IRON & RAILROAD COMPANY 


Birmingham 
United States Steel Export Company, New York 
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Hardware Stores 


A Comparison of Expenses and Profits of 
Limited Price Variety Chains and 


Independent Retail Hardware Stores 


for the Years 1929 and 1939 





Variety Chains 
1929 1939 
1,579 2,395 

100.00%  100.00% 
67.32 64.80 


Number stores reporting 
Net sales 

Cost of goods 

Margin 32.68 35.20 


Expenses’: 

Salary and wages 12.95 
Tenancy costs—rent 
Light, water, power, heat | 8.82 
Dept. fixtures and equipment } 
Repairs 
Supplies—Office 
Supplies—Store 
Advertising 0.21 
Donations 
Insurance 
Taxes 
Losses—notes and accounts 
Delivery exp. & dep. 
Interest borrowed money 1.40° 

1.1] 


| 
f 1.62 


0.36 
0.29 


Miscellaneous 


Total expense including interest 26.75 


Net profit or loss from operations 5.93 
Other income® 2.68 


Total profit or loss 8.61 


Stock turn times 5.13% 
Sales per person employed 
Sales per salesperson $5,231 
Salary per owner 

Salary per salesman 

Salary per office employee 





Hardware Stores 


1939 
1,197 

100.00% 
72.65 


27.35 


2.24% 
$9,911 
14,303 
1,966 
1,047 
760 





* Expenses are a combination of groups as shown in 
surveys by National Retail Hardware Association and 
Harvard University Graduate School of Business Adminis- 
tration reports. 

*Computed charge including actual interest payments, 
and interest on owned capital less interest and dividends 
received. 

* Other income in variety chains consisted of income 
from real estate operations, interest on net worth other 
than real estate, and miscellaneous revenues. In hardware 
stores it was made up of cash discounts and interest 
received. 

‘This figure derived by taking the median experience 
figure of $100.60 sales per week per employee in 14 variety 
chains and multiplying by 52, number of weeks in year. 
Derived figure is used only as estimate in this comparison. 
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26.50 


1929 
1,309 


100.00% 
73.50 





A COMPARISON of 


expenses and profits of limited 
price variety chains and indepen- 
dent retail hardware stores for the 
years 1929 and 1939 shows many 
interesting differences. Although 
some of the comparisons are in- 
dicative of a trend, this is not true 
in all cases and this study has not 
been made with this thought in 
mind. It is intended to reveal 
differences in operations between 
the two types of stores and to com- 
pare these figures with the opera- 
tions of 10 years ago. 
Considering the actual costs in- 
volved in moving merchandise 
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An interesting comparison of 


vs. Variety Chains 


expenses and profits between 
two retail channels of dis- 


tribution for 1939 and 1929 


through a retail store or channel 
as revealed in total expenses in 
the business, the retail hardware 
store is a more economical unit 
than the limited price variety chain 
store. In 1939 total expense in the 
hardware store was 25.79 per cent 
of sales, while in the variety chain 
it was 31.66 per cent of sales. 

In other words, the hardware 
store is able to receive, unpack, 
mark, stock, display, promote, sell, 
deliver, and collect for merchan- 
dise purchased by customers for a 
total cost 5.87 per cent less than 
can the variety chain. 

However, the hardware store is 
not as good a buyer as the variety 
chain. The former pays 7.85 per 
cent more for the merchandise sold 
than does the latter. Cost of goods 
in the variety chain in 1939 was 
64.8 per cent of sales, in the hard- 
ware store it was 72.65 per cent of 
sales. 


Economical Sellers 


From these figures it is apparent 
that hardware stores are much 
more economical sellers than they 
are buyers and, if they could im- 
prove their buying so as to equal 
that of the variety chains, they 
could reduce retail prices by 6.52 
per cent to customers and still 
make the same profits enjoyed in 
1939. In a great many instances 
this would equal the difference in 
retail prices in the two stores on a 
great many items. 

The hardware store’s ability is 


NOVEMBER 28, 1940 





more remarkable when attention 
is given to the costly services, such 
as delivery of goods and credit 
accommodations, extended to cus- 
tomers which variety chains do 
not offer. 


Cost of Goods 


Cost of goods in both variety 
chains and hardware stores was 
lower in 1939 than in 1929. How- 
ever, variety chains experienced 
a greater change than did the hard- 
ware stores. 

Cost of goods sold by variety 
chains was 64.8 per cent of sales 
in 1939 and it was 67.32 per cent 
in 1929, a difference of 2.52 per 
cent between these two periods. 
This is a change of approximately 
3.7 per cent. In hardware stores, 
cost of goods sold was 72.65 per 
cent of sales in 1939, and in 1929 
it was 73.5 per cent, a difference 
of 0.85 per cent. This represents 
a change of around 1.15 per cent. 

Variety chains enjoyed a mar- 
gin 7.85 per cent higher than that 
in retail hardware stores in 1939. 
In 1929 the difference in margins 
between the two groups was 6.18 
per cent, variety chains still en- 
joying the higher margin. 

Variety chains earned a margin 
of 35.2 per cent of sales in 1939. 
It was 32.68 per cent in 1929. The 
change between the two years was 
2.52 or a margin 7.1 per cent 
higher in 1939. In hardware 
stores, margin was 27.35 per cent 
in 1939 and 26.5 per cent in 1929. 









The 1939 margin was 0.85 higher, 
a change of approximately 3.1 
per cent. 

Margins were higher in 1939 
in both variety chains and hard- 
ware stores when compared with 
1929. Variety chains, however, 
experienced a greater change than 
did the hardware stores. 

It is interesting to note that 
margins were higher in the smaller 
units of both variety stores and 
hardware stores than in the larger 
organizations with greater sales 
volume. 

Although expenses in both 
variety chains and hardware 
stores were higher in 1939 than 
they were 10 years ago, hardware 
store expense did not show as 
great a difference or gain as did 
the chains. It is probable that bet- 
ter control over expenses, possible 
in small organizations supervised 
by one person with a close per- 
sonal interest in the business, is 
responsible for this result. 

Total expense in variety chains 
in 1939 was 31.66 per cent of 
sales. In 1929 it was 26.75 per 
cent. The difference between these 
percentages of 4.91 is a change of 
approximately 18 per cent. Hard- 
ware store expense was 25.79 per 
cent of sales in 1939, and in 1929 
it was 23.99 per cent. In this case, 
the difference between the per- 
centages of the two periods, 1.8, 
is a change of only 7.5 per cent. 


Net Profits 


Net profits from operations 
were lower in 1939 than in 1929 
in both variety chains and hard- 
ware stores, however, the former 
experienced a slightly greater de- 
cline. 

Net profit from operations in 
variety chains in 1939 was 3.54 
per cent of sales. It was 5.93 per 
cent in 1929. There is a difference 
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of 2.39 between the two periods 
representing a change of approxi- 
mately 40 per cent in net profits. 
Hardware store net profit from 
operations in 1939 was 1.56 per 
cent of sales volume. In 1929 it 
was 2.5] per cent. The 1939 net 
profit was 0.95 lower than in 1929, 
a change of approximately 38 per 
cent. 


Other Income 

Other income of variety chains 
was materially higher in 1939 than 
10 years ago. A large part of the 
increase is accounted for in the 
more profitable returns from real 
estate operations. Miscellaneous 
revenues also were slightly high- 
er. In hardware stores other in- 
come consists chiefly of cash dis- 
count and interest received, items 
which do not fluctuate great!y in 
the well operated, successful busi- 
ness. 

Total other income in variety 
stores was 3.24 per cent of sales 
in 1939. In 1929 it was 2.68 per 
cent. The difference is 0.56 rep- 
resenting an increase of approxi- 
mately 21 per cent between the 
two periods. In hardware stores 
total other income was 1.33 per 
cent of sales in 1939, and it was 
1.42 per cent in 1929. The dif- 
ference between these two figures 
of 0.09 is a change of 6.3 per 
cent. 


Total Profits 

Total profits were lower in 1939 
than in 1929 in both variety 
chains and hardware stores, with 
the latter experiencing a greater 
change in the two-year compari- 
son. 

Total profits in variety chains 
were 6.78 per cent of sales in 1939, 
and in 1929 they were 8.61 per 
cent. The difference between these 
figures of 1.83 is a change of 21 
per cent in profits. Hardware 
store total profits were 2.89 per 
cent of sales in 1939, and they 
were 3.93 per cent in 1929, a dif- 
ference of 1.04 per cent. This 
represented a decline in_ total 
profits of approximately 26 per 
cent. 

Sales per person employed in 
hardware stores in 1939 were $9.- 
911, and it was $13,339 in 1929, a 
difference of $4,428. Sales per 
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person in 1939 were approxi- 
mately 25 per cent lower. 

Sales per actual salesman in 
hardware stores in 1939 were 
$14,303 and in 1929 it was $19,- 
117, a difference of $5,114. Sales 
per actual salesman were approx- 
imately 26 per cent lower in 1939 
than 10 years ago. 

Figures of this type are not 
available for variety chains. How- 
ever, a study of sales per week 
per employee during 12 weekly 
periods supplies a median figure 
from which a computed yearly 
sales figure can be derived for 
1939 merely as an item for gen- 
eral comparison. Sales per sales- 
man in variety chains were ap- 
proximately $5,231 as computed 
on the above basis. 

Variety chains turned their 
stock almost twice as fast as did 
hardware stores. Their stock turn 
was slightly slower in 1939 than 
in 1929 while hardware stores 
stock turn was slightly higher for 
the same periods. 


Stock turn in variety chains 
was 5.13 times in 1939, and 5.24 
times in 1929. In hardware stores 
stock turn was 2.24 times a year 
in 1939 and 2.23 times in 1929. 

Hardware dealers took less 
money in personal salary and 
paid sales people and office em- 
ployees less in 1939 than in 1929. 
Owners’ salary in 1939 was $1,- 
966, in 1929 $2,446. Salary per 
salesperson was $1,047 in 1939, 
in 1929 it was $1,341. Salary per 
office employee in 1939 was $760 
while in 1929 it was $1,032. 

Information used in this com- 
parison is taken from the 1939 
and 1929 Hardware Store Survey 
of the National Retail Hardware 
Association, and from “Expenses 
and Profits of Limited Price Va- 
riety Chains in 1939” published 
by the Harvard University Grad- 
uate School of Business Adminis- 
tration. Hardware Store figures 
are the U. S. Average in all in- 
stances. 


Place Builders’ Hardware Displays Where 
Contractors and Builders Pass 


“6 LACE your builders’ hardware 

P deck, where small contrac- 
tors and builders can see it, if you 
want to increase your business on 
this merchandise,” says H. S. Siegel, 
owner, Koenig Hardware, Linden, 
Ned 

Mounted hardware samples are 
attractively arranged on shelves in 
an 8-ft. fixture located at the rear 
of the store. Popular selling hard- 
ware items are shown on sloping 


The ledge display 
unit in this fix- 
ture is painted a 
bright blue. Stock 
of items sampled 
on the panels is 
arranged in space 
under each panel. 


So So 


panels on the ledge fixture which 
also provides for surplus stock of 
various items in a space beneath 
each panel. By raising the panel 
the salesperson can obtain the mer- 
chandise which the customer de- 
sires. 

The department is next to the 
rear entrance of the store which is 
used by most of the contractors and 
builders. The wrapping counter is 
also located in the vicinity. 
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Thus Advertisement Prepared 


By EARL H. LEVITT 


SCHOOL OF JOURNALISM — UNIVERSITY OF WISCONSIN 

‘This advertisement 

the School of Jour 
offered for the best judged Readers sre asked to select 

beet six he Ist. 2nd. 


tx entered in The Madison Newspapers and 
nalism Ad-Writing Contest Prises are being 

ads the 
nd Oth 


u = rd. 4th, Sth, a 
Rraders will also receive cash primes if thetr selection coincides 
with that of the judges 


[all good plentes | 


begin at 
Wolff, Kubly & Hirsig’s 








You'll find everything here you could possibly ever want 
for a successful picnic—no matter how large or how small 


PICNIC ICE BOX 


Pully insulated with handy $ 49 —— es 
large, self-draining ice com- 2: 
partment 
SCTT—Your picnic ice man, put in your ice box 
until froze, then transfer 50c 


to your basket 


Gur gaten capacity... DOE stoves... 4.95 
GROLD na seseee es AVE Srice ort provte..., BOD 


HANDY GRILLS 


for Outdoor Appetites 
Hamburger and Egg Grill .15¢ 
Wiener Roaster ........ 10¢ 
Steak Grills ......... 35¢ up 






PICNIC BASKET © Lt 


—..... 119 Sel 
PICNIC KIT E 


Seta... 9S 


Wolff, Kubly & Hirsig 





cresting Stores 

















One of the advertisements. 


Increased Reader Interest 
OMETHING with a new reader 


interest was recently injected 
into a series of advertisements used 
by merchants of Madison, Wis. 
Among those cooperating in this 
was Wolff, Kubly & Hirsig, hard- 
ware dealers. uc. of the advertise- 
ments was prepared by a student of 
the University of Wisconsin School 
of Journalism and was entered in an 
ad writing contest. 

Above each ad, a separate box 
bore the name of the contestant who 
had written the advertisement, a 
statement concerning the 
and the request that the readers se- 
lect thé best six advertisements of 
the group. This was to aid in the 
selection of the student prize win- 
ners. Prizes also were offered to 
readers whose selections coincided 
with those of the judges. 

The contest attracted wide atten- 
tion and resulted in a close scrutiny 
of each of the ads entered. 


contest 
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pronto PROM FINE CHROME ALOT STEEL 


ee —EeE et 





No. 1940 — in striking array on 


this eye-catcher are the new Millers 
Falls auger bits that are forged from 
chrome alloy steel for stamina, nickel- 
plated for protection, and_ finally 
copper-flashed for beauty and _ sales 
appeal. Available in all sizes, 3 to 24. 
Display supplied free with reasonable 
stock requirements. 








No. 825 — This display sells the 
new multi-feature molybdenum point 
nail sets: square heads won't let ‘em 
roll away, stand up under terrific 
blows ... weil cupped points provide 
good bite ...new knurling gives sure 
grip. Minimum order with free display 
3 dozen, $4.80 list. 


C 
LE 
iF 


TUF-FLEX 


WONT BREAK 
WONT STRip 





No. 550 — This display holds one 
dozen each of six popular lengths 
and pitches of Tuf-Flex, the miracle- 
working hack saw blade. Cuts thinnest 
sheets or hardest tool-steel rods — yet 
can’t be stripped, can’t be broken. 
Minimum order with free display — 
14 gross, $5.50 list, less your discount. 





THEY SHOUT 


pre eo pa 
bl for you 
et (ory 


You can make the most of holi- 








day store traffic by setting up 
attractive displays that let the 
items tell their own sales stories. 
Here are three Millers Falls units 
that have proved their value for 
retailers nation-wide. They’re 
free with your order for a stock 
of the merchandise they show. 
If they aren’t already working 
for you, ask your jobber; or 
write today giving us your job- 
ber’s name and address. We'll see 
to it that you have the oppor- 
tunity to stock up on all three 


before the big rush. 


MILLERS 
FALLS 
COMPANY 


MILLERS FALLS 
TOOLS 


GREENFIELD 
MASSACHUSETTS 
















































































and Manufacturers 


Salesmen 





News of Retailers, Jobbers, 
and 








READ IT IN HARDWARE 


EWS OF 

















REMINGTON DISCONTINUES | 
ITS CUTLERY BUSINESS | 


U. S. Government Defense Program orders require 


all available 


Remington production facilities, 


necessitating elimination of cutlery department. 

C. K. Davis, president, advises wholesale dis- 

tributors on Nov. 12 and also states adequate 

inventory on hand of most items to supply de- 
mand for several months. 


In order to provide facilities | 


for handling special production 
projects required by the United 
States Government, in connection 


with the National Defense Pro- 
gram, Remington Arms Co., 
Inc., Bridgeport, Conn., will 
discontinue its entire cutlery 


department. This important in- 
dustry news was announced in a 
special letter to wholesalers dated 


Nov. 12, 1940, 
C. K. Davis, president. 


signed by 
Reming- 


and 


ton has been in the cutlery busi- 
ness for about 20 years, entering 
that field shortly after the close of 
the World War. Its 


was most complete, of high qual-i 


first 


ity and enjoyed widespread ac-; 
ceptance and distribution through 
chan- 
nels. The line embraced flatware, 
pocket 


wholesale-retail hardware 


cial purpose knives of all kinds. 
In announcing this important 
decision, Remington advises that 
an adequate inventory of most 
items is on hand to supply trade 
requirements for several months 
and that distributors will 
tinue to receive merchandise, at 


con- 


present prices until inventories 


are depleted. 


FORM ARGUS SALES CORP., 


In a move to facilitate sales 


and distribution of its cameras 
and photographic products, Inter- 
national Industries, Inc., Ann 
Arbor, Mich., has announced the 
formation of Argus, Incorporated, 
to function as a sales organiza- 
Formerly serving as both 
and research division for 
the parent company, Interna- 
tional Research Corporation, a 
subsidiary, will continue as the 
engineering and _ experimental 
branch of the firm. No change 


tion. 
sales 


16 


cutlery, hunting knives, | ; 
? | are available. 
carvers, scissors, shears and spe- | 


The full text of Mr. Davis’ let- 


ter is as follows: 
“Our company has been called 


upon by the United States Gov- | 


ernment to undertake one of the 
most important projects in con- 
nection with the National Defense 
Program, and in view of the 
urgent demand for our facilities, 
both plant and personnel, it is 
imperative that we discontinue 
our cutlery business. 

“We have adequate inventory 


| of most items to supply the de- 


line | 





mand for several months, and 
we shall continue to supply Rem- 
ington Cutlery at present prices 
until our inventories are depleted. 

“Our salesmen will continue to 
assist you in the disposal of your 
stocks. There no doubt will be a 
consumer demand for Remington 
Cutlery for many years, and deal- 
ers should be able to sell the line 
at regular prices as long as stocks 
We definitely feel 
that our distributors should main- 
tain their full margin on Reming- 


ton Cutlery, replenishing their 
stocks until the supply is ex- 
hausted. 


“We appreciate the fine coop- 
eration you have extended to us 


can count on your support in this | 


important decision made in the 
interest of National Defense.” 


will be made in the company’s 
dealer relations, sales policies or 
Fair Trade schedule. 


“HOTPOINT” DISTRIBUTOR 
IN DES MOINES 


The Graybar Electric Com- 
pany, Inc., 9th and Mulberry 
Streets, Des Moines, Iowa, has 
been appointed wholesale distrib- 
utor for all “Hotpoint” home ap- 
pliances in the Des Moines area, 
formerly served by Electric Sup- 
ply Company, Inc., of Des 
Moines. 











S. F. MYERS 


NEW PHILA. SALES HEAD 
FOR WESTINGHOUSE 


Sheldon F. Myers, of Spring- 
field, Mass., has been appointed 
sales development manager of 
the Middle Atlantic merchandis- 


HIBBARD, SPENCER, BARTLETT & CO. 








ing division of the Westinghouse 
Electric & Mfg. Co., with head- 
quarters in Philadelphia, Penna. 
Until his transfer, Mr. Myers 
was sales development manager 
of commercial refrigeration and 
air conditioning department at 
the company’s plant in East 
Springfield, Mass. He has been 
with Westinghouse for 25 years. 
He began his business career 
as an office boy in 1915, was pro- 
moted to sales assistant in 1922 
and has been working in various 
managerial capacities since that 
time. 


RAWLPLUG OPENS BRANCH 
IN NEW ORLEANS, LA. 


The Rawlplug Company, Inc., 
98 Lafayette St., New York, 
N. Y., has opened a new Rawl- 
plug branch known as Rawlplug- 
New Orleans Co., 918 Union St., 
New Orleans, La., in charge of 
Joe E. Muniot, Jr. A complete 
stock will be carried there. 


TO OPEN RETAIL STORES 


Hibbard, Spencer, Bartlett & 
Co., Chicago, Ill., will open retail 
hardware stores in towns near 
Chicago in order to gather spe- 
cific information regarding retail 
opeations. The company will 
either take over existing stores or 
open entirely new stores, .and 


each store acquired by the com- 


; | pany will be for sale at cost to 
in the past, and know that we | 


anyone: who has the capital and 
can assure the company that he 
will follow its program. In an- 


| nouncing this plan, C. J. Whip- 
| ple, president of the wholesale 





firm, issued the following state- 
ment: 

“In the development of our 
merchandising program we have 
reached the point where we need 
more detailed figures on_ all 
phases of retail operations. It 
has been difficult—almost impos- 
sible—to secure adequate infor- 
mation from those who subscribe 
to our service. Not because of 
any unwillingness to give the 
information, but more on account 
of a variation in bookkeeping 
methods and lines of merchan- 
dise carried. 

“After a great deal of thought, 











we have concluded to open a 
group of our own retail stores 
to serve as a laboratory to secure 
the desired facts. The group will 
be small and located in towns 
near Chicago. Of course, there 
will be no interference with our 
present customers. 

“We are still wholesalers and 
have no desire to enter the retail 
field, but can see no other way 
to secure the information which, 
later, will prove to be so valuable 
to you. : 

“In some places we probably 
will take over existing stores; 
others we shall put in an entirely 
new stock and fixtures. Every 
store is for sale at cost to anyone 
who has the capital and who can 
give us satisfactory assurance 
that he will follow our program 
100%. 

“Furthermore, these — stores 
will always be open to your in- 
spection—even to the last detail. 
I realize that this action on our 
part will be criticized by com- 
petitors and retailers who do not 
understand our objectives. It 
would be much easier for us to 
sidestep, but we think this move 
is of vital importance.” 
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WHOLESALERS FORM DEFENSE ADVISORY COMMITTEE; 
ARTHUR MAY IS MEMBER; FERNLEY, JR., SECRETARY 


(Washington Bureau 
of HARDWARE AGP) 

A wholesaling trades advisory 
committee has been appointed to 
work with the National Defense 
Advisory Commission whenever 





THOMAS A. FERNLEY, JR. 


its services may be found neces- 
sary. Named to the 9-man com- 
mittee was Arthur May of the 
May Hardware Co., Washington, 
D. C., who was also designated a 
member of the executive commit- 
tee. Elected secretary of the 
wholesaling committee was 
Thomas A. Fernley, Jr., assistant 
secretary-treasurer of the Na- 
tional Wholesale Hardware Asso- 
ciation, Philadelphia. 

The wholesalers resolved to 
pledge “full cooperation” to the 
defense commission; to discour- 
age any unwarranted wholesale 
advances; and to go on record 
against inventories 
which might adversely affect con- 
sumer and national defense 
needs.” 

Minimizing the possibility of 
problems in the storage and ware- 
housing of hardware products, 
C. J. Whipple, president of Hib- 
bard, Spencer & Bartlett Co., Chi- 
cago, assurred government repre- 
sentatives that “storage space is 
not only ample for ordinary hard- 
ware needs but also sufficient to 
provide surplus storage facilities 
for other purposes.” He recalled 
that wholesale hardware groups 


“excessive 











have pledged their cooperation 
in the defense program, and 
pointed out that increasingly effi- 
cient transportation services have 
reduced the need for hardware 
storage space and added under 
questioning that even though the 
defense program changes the 
transportation picture, placing a 
heavier burden on storage space, 
hardware storage facilities will 
still be ample. 

Merchant and distributor lead- 
ers of about 100 wholesaling 
groups heard Miss Elliott de- 
scribe briefly some of the work 
of the defense commission and 
the official machinery by which 
the defense program is being car- 
ried out in local communities. 

Miss Elliott said, “. .. We are 
keenly interested in the field of 
distribution and have an active 





C. J. WHIPPLE 


program under way. Among the 
specific fields which we are fol- 
lowing closely in addition to 
prices are distribution, costs, in- 
ventories, and consumer cred- 
it. . . . In addition to keeping 
goods moving into civilian as well 
as military channels for ultimate 
consumption, we are concerned 
that the job be done as efficiently 
as possible. Costs and profit mar- 
gins must be watched if these 
goals are to be attained, and un- 
warranted price increases pre- 
vented.” 
Members of 
committee in 


the wholesalers 
addition to Mr. 





May include: William H. Tyler 
of Tyler & Simpson Co., Fort 
Worth, Tex., chairman; John R. 
Baldwin of Baldwin-Pope Mar- 
keting Co., St. Louis, Mo.; Lee 
Wilson Hutchins of Hazeltine- 
Perkins Drug Co., Grand Rapids, 
Mich.; Robert M. Adair of the 
Jones-Witter & Co., Columbus, 
Ohio; Gordon Johnson, Auto 
Spring & Bearing Co., Roanoke, 
Va.; Charles L. Engstrom, C. L. 
Engstrom Co., Peoria, Ill.; L. J. 
Schumaker, American Cone & 
Pretzel Co., Philadelphia; and 
A. J. Campbell, A. J. Campbell 
Co., Charlotte, N. C. 

At its first meeting, the com- 
mittee named these members to 
its executive committee: Robert 
M. Adair, L. J. Schumaker and 
Arthur May. 

HARDWARE BOOSTERS 

XMAS PARTY, DEC. 19 


The Hardware Boosters will 
hold their annual Christmas 
Party, Thursday, Dec. 19, at 
Busto’s Restaurant, 11 Stone St., 
New York City. The party will 
begin at 6:30 p.m. and will fea- 
ture a dinner and gifts for all. 
Tickets are $5.00 each and may 
be obtained from A. M. Glueck, 
chairman of the entertainment 
committee, 220 Fifth Ave., New 





York City. The number of guests 
will be limited to 175. 


BLACKMER REORGANIZES 
SALES DIVISION 

The Blackmer Pump _ Co., 
Grand Rapids, Mich., as a step 
in its plan to enlarge its field ac- 
tivities, has effected a reorganiza- 
tion of its sales divisional set-up. 
Bruce P. Hetler, formerly general 
sales manager, has been made 
manager in charge of engineer- 
ing sales and J. B. Trotman now 
becomes general sales manager 
in charge of sales distribution 
and advertising. 

Mr. Trotman is a newcomer to 
the Blackmer organization and 
previously has had sales experi- 
ence with Goulds Pumps, Inc., 
and as manager for the Roots- 
Connersville-Blower Corp.,  tur- 
bine pump division. 


RUSSELL JENNINGS NAMES 
NEW CHICAGO AGENT 


The Russell Jennings Mfg. Co., 
Chester, Conn., has appointed Law- 
rence J. White, as its representa- 
tive working out of Chicago, III. 
Mr. White makes his headquar- 
ters in the Uptown Bank Bldg., 
Broadway & Lawrence St., Chi- 
cago, and will cover a territory 
bounded by Milwaukee, Wis., 
Davenport, Iowa, Springfield and 
Decatur, Ill., and Indianapolis 
and Fort Wayne, Ind. 





DUNCAN SHAW ELECTED PRESIDENT 
READING HARDWARE CORP. NOV. 15 


Duncan Shaw was elected 
president, Reading Hardware 
Corp., Reading, Pa., on Nov. 15, 
1940, succeeding John T. Lawlor. 
This company manufactures a 
complete line of builders’ hard- 
ware and lawn mowers. 

Mr. Shaw is well 
throughout the hardware trade 
having been general sales man- 
ager for Lockwood Hardware 
Mfg. Co., Fitchburg, Mass., for 
the past six years. Prior to that 
he was vice-president in charge of 
sales of the Miller Lock Co., 
Philadelphia, for two years fol- 
lowed by nine years as general 
sales manager for P. & F. Corbin, 
New Britain, Conn. 


known 








DUNCAN SHAW 















board of directors of Orgill 


Brothers & Co., wholesale hard- | 





EDMUND ORGILL 


of 
Edmund Orgill was elected presi- 
dent to succeed his father, Wil- 
liam 


ware firm Memphis, Tenn.. 


who 


EDMUND ORGILL NOW PRESIDENT 
ORGILL BROTHERS & CO., MEMPHIS | 


At a recent meeting of the 


Orgill began work 
j with the Orgill firm as a stock 
following his graduation 
| from the University of Virginia. 


) Edmund 


boy 


He is vice-president and chair- 


man of the industrial division of 
the Chamber of Commerce, vice- 
| president of the Memphis Freight 





Orgill, passed away | 
recently. Other officers elected 
are: vice-presidents, Kenneth 


W. Orgill, Fred Orgill, and John 
W. Morris; 


secretary-treasurer, 


Joseph Orgill, Jr., and chairman | 


of the board, W. L. Moody. 
Mr. Orgill had 
elected to the board of the Unior 


also been 


Planters National Bank & Trust | 


Co., a position which his father 


had also held. 


Ww. Il. MOODY 
Bureau, and a member of the 
executive committee of the South 
ern Hardware Jobbers Associa 
| tion. 


|HOLIDAY SALES, TOPIC OF 
JERSEY MEETING 


At the Nov. 12 meeting of the 
| North Jersey Hardware & Supply 


| Association, held at the Hotel 








| Plaza, Jersey City, N. J., Theo- 


dore Romaine spoke on “Making 
Christmas Sales Profitable.” Mr. 
Romaine, who is president of the 
association, discussed the changes 
in the type merchandise sold in 
hardware stores of today as com- 
pared with years ago. He said 
dealers must keep abreast of the 
stocking merchandise 
the public, and 
toys are a big 


times by 
by 

that 
the 


that moderately priced gifts of 


demanded 
mentioned 
item in modern store and 
tools and appliances should be 


featured. The meeting was at 


| tended by 25 members. 





1941 Hardware Congress 
At New Orleans 


The 42nd annual congress of 
the National Retail Hardware 
Association will be held, July 
14-17, 1941, at New Orleans, La., 
with the Roosevelt Hotel as 
headquarters. This will be the 
first time for the congress to be 
held in New Orleans. This will 
be the third successive year for 
the meeting to be in cities 
never before visited and this 
practice of setting the congress 
in various parts of the country 
is intended to give hardware 
| dealers in different areas the op- 
portunity of attending conveni- 
ently. 





MYERS SALESMEN TOLD TO EXPECT 


25°, SALES INCREASE IN 1941 


Words of appreciation for the 
support and cooperation tendered 
by Myers distributors and dealers: 


during the past year; a predic-| 


tion that sales for the 1941 sea- 


| son will exceed 1940 by at least 


25 per cent; the statement that 


| sufficient material has been pur- 


chased to permit prompt filling 
of orders for a six months pe- 
riod—were some of the highlights 
of the address of J. c Myers. 
president, F. E. Myers & Bro. 
Co., Ashland. Ohio, at the com 
pany’s recent sales convention. 
Mr. Myers remarked “The 
local dealer is our only contact 
with the consumer. Many locali- 
ties benefitting richly from rural 
electrification are not as yet ade- 
quately served by our dealers. It 


| is the responsibility of our sales- 
men to develop their dealer or- 
| ganizations to properly serve such 
| markets. Otherwise, we are vul- 
nerable to mail order house and 
other competition opposed to 
legitimate methods of distribu- 
We consider that the train- 
ed and responsible dealer is an 


tion. 


essential link in the selection, in- 
stallation and maintenance of our 
water systems.” 

Announcement was made that 
restrictions applying to the com- 


| 
| 
| 
| 
| pany’s water system sales pro- 
| gram have been lifted to enable 
la dealer to take advantage of 
| whatever part of the program is 
| best suited for his particular sell- 


ing conditions. 





Present at the annual sales convention of The F. E. Myers & Bro. Co., Ashland, Ohio, were, first row, left to right: K. B. 
Elliott, M. D. Barrows, D. R. Bruder, A. E. Beible, Jr.. R. D. Hard, C. B. Stattler, K. W. Smith, J. E. Thomasson, G. D. Myers, 
C. D. Leiter, A. R. Downer, E. C. Long, C. P. Boals, R. J. Alspach, and J. W. Heinrich. 

Second row, left to right: W. A. Boatman, W. B. Struble, J. O. Feightner, J. O. Bailey, C. M. Parquette, P. H. Cross, J. R. 
Wright, J. S. Heckman, D. G. Morr, C. B. Austin, C. R. Durstine, H. L. Frensdorf, W. E. Miner, C. W. Graham, R. Ahlgren, and 


W. E. McKinley. 


Third row, left to right: D. D. Armstrong, J. C. Sidle, Jr.. C. R. Dakin, C. E. Hurd, H. C. Brookwalter, J. F. Simmons, F. H. 
Kestner, W. A. Newmier, T. C. Smith, H. T. White, R. D. Morr, M. K. Williamson, E. A. Fierbaugh, J. G. Hurd, and J. E. Hudson. 
Back row, left to right: H. H. Emminger, D. W. Siegmann, A. J. Glynn, G. A. Swartz, F. E. Hoot, G. F. Wirth, F. W. Eley, H. W. 


Casey, P. D. Greeley, F. J. Grundy, S. W. Stewart, W. D. Miller, A. L. Angert, N. W. Fluke, G. J. Light, and C. C. Davis. 
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HARDWARE BRIEFS | 





Name and Address 


ARIZONA 
Douglas, 
Valley Hdwe. Co. 


CALIFORNIA 
Ione, 


Bordoni Hdwe. 


Oakland, 
Deppen’s Hdwe. 


FLORIDA 
Ocala, 


IDAHO 
Caldwell, 
Butler-Miller Hdwe. 


ILLINOIS 
Carbondale, 
Koenig Hdwe. 
Prophetstown, 


INDIANA 
Washington, 
Greenwood & Co., 
Main and 8th Sts. 


IOWA 
Northwood, 
Brundin Hdwe. 


KENTUCKY 
Russell, 
Rail City Hdwe. 


MASSACHUSETTS 
Walpole, 

H. A. Spear & Son, 
Inc. 


MICHIGAN 


Grant, 
St. Louis, 


St. Ignace, 


MISSISSIPPI 
Columbia, 
Sims Hdwe. Co. 


Starkville, 
Starkville Hdwe. Co. 


NEBRASKA 


Genoa, 


NEW JERSEY 
Perth Amboy, 
Elizabeth Hdwe. Co. 


NEW YORK 
Bay Shore, 
Freedman Hdwe., 
7-11 W. Main St. 


NOVEMBER 28, 


Feature 


Recently opened at 909 G 
Ave., with a general line of 
hardware, tools, cutlery, elec- 
trical appliances, paints and 
varnish. 


Purchased by Lewis Yager. 


Has completed a remodeling 
program under its new owner- 
ship and management. 


New hardware store. 


Business sold. Will be oper- 
ated as the Miller Hdwe. 


Under new ownership. 
A. S. Greene has sold and 
discontinued his business after 
52 years in that city. 


Has opened a new store at 
212 E. South St. 


Has been sold and will be 
opened under new manage- 
ment. 


Under new management. 


Opened new, modern store. 


Hardware store destroyed by 
fire. 


New store at 128 N. Mill St. 


New store on State St. 


Opened new store. 


In new location on Glenn St. 


Dan Martin has sold his hard- 


ware store. 


Has moved its Perth Amboy 
branch store to 217 Fayette 
St., where larger quarters are 
available. 


Has doubled its floor space. 


1940 


Owner or 
Manager 


J. G. Smith 


Ernest Doer- 
fler, new own- 
er. 


Harry & Bob 


Clark. 


Fred & Amos 
J. Miller, new 


owners. 


E. J. Brand- 
ley, new own- 
er. 


Ehret Green- 
wood. 


Theodore 
Skjeveland & 
Ernest Peter- 
son, new own- 
ers. 


George D. 

Collins, for- 
mer manager, 
is new owner. 


Evans Spear 


Matt 
Hanville 
Carson W. 
Clapp 

Joe Laupnitz 


Ras Sims, 
owner. 

Joe Magee, 
manager. 

J. B. Ramsey, 


manager. 


Elmer John- 
son, new own- 
er. 


Morris 
Freedman 


warehouse stock to your store. 


“Best Bicyci 





WHAT'LL WE DO? WERE 
RIGHT IN THE MIDDLE 
OF THE CHRISTMAS 
RUSH--AND CAN'T GET 
DELIVERY ON BICYCLES! 


IT CAN'T HAPPEN _ HERE! 


THESE BIKES ARE GOING 
OUT FAST, BUT DON'T WORRY. 
WE CAN SEND A RUSH 
ORDER TONIGHT AND HAVE 
SHELBY BICYCLES ON DISPLAY 
ee ee ee 


48-HOUR SERVICE! 


. . « Speeds delivery of Shelby bicycles from 


Here's important 
news, good news. You can breeze through this Christmas sea- 
son without a single lost sale caused by delay in delivery of 
bicycles to you. You can send your rush orders to Shelby—the 
bikes will be shipped within 48 hours! (In many cases they'll 
be shipped on the same day your order is received). Here's 


how... Shelby maintains a warehouse stock of nine most popu- 
lar models—built, enameled, and ready to go. Note models and 
colors available, then... 


m>RUSH That Christmas Order To— 
THE SHELBY CYCLE CO., Shelby, Ohio 


Eastern Distributor: Jonas B. Oglaend, Inc., 12 Warren St., N. Y. C. 
Western Plant & Sales Office: 29th and Naomi Sts., Los Angeles 


New York Show Room: 1107 Broadway 





THESE MODELS IN WAREHOUSE STOCK 
FOR IMMEDIATE SHIPMENT 





MODEL NO.| COLOR 


30 Red & White 

31 Blue & White 

32 Straw & Blue 

33 Blue & Straw 

42 2-Tone Red—Maroon & light red 
43 2-Tone Blue—Dark blue & light biue 
52 2-Tone Green—Lt. green & dark green 
53 2-Tone Blue—Light blue & dark blue 
SE62 2-Tone Red—Light red & maroon 





Ubi 


| 
49 


COMPLETE 
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OF CAN OPENERS” 
BEST SELLER ON THE MARKET 
No. 170—SAFETY ROLL JR. Can 
At Right: No. 49 —Vaughan's Safety 
Roll Can Opening Machine with 
“DROP-A-WAY" feature. Allows opener 


Opener, over 30,000,000 sold. 
Repeats steadily. LONG PROFIT 
to hang out of the way. Metal parts bright 
nickel finish. Opens square, round and oval 


MARGIN. Opens SQUARE CANS 
cans with standard rims with ease. Packed in in- 


with ease. Individually packed 
on 3-color display card. Two 
dividual three-color carton, complete with bracket 
and screws. A marvelous value! 






dozen to box. Order Now! 
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At Left: No. 160-BC 
Vaughan's improved 
CAN OPENER COMBINA- 
TION — Bottle Opener. . . Cork 
Screw ... and a New Opener for 
All Canned Liquids. The only com- 
plete can opener combination at a 
popular price. Mounted on a 3-color display 
card. One dozen to the box. A fast seller. 
Send for prices. 
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At Right: No. 330 — SAFETY ROLL 
DELUXE AUTOMATIC CAN OPENING 
MACHINE with the new “Drop-A- 
Way” feature. The finest wall type 
can opener made for home use 
Simple, safe, strong and sturdy. 
Packed in beautiful 2-color box. 
Get complete details today! 


At Left: The sensation of the 
Industry! Vaughan'’s New 
Safety Roll Jr. Stationary 
WALL MODEL Can Opener 
that can retail for 25c any- 

where in America! Carries our 
unqualified endorsement. A mira- 
culous value. Get the prices quick. 





SEND FOR VAUGHAN’S NEW AND COMPLETE 1941 CATALOG! 


VAUGHAN NOVELTY MFG. CO. INC. 
3211-25 CARROLL AVE. CHICAGO, ILL. 








Owner or 


Name and Address Manager 


NORTH DAKOTA 


Feature 






Bottineau, New store. Other store at A. L. Ander 
Anderson Hdwe. Stanley. son 

OHIO 

Columbus, Has acquired former Hall 

Dickinson Hdwe., Hdwe. Co. at Grove City, 


Inc., 946 Parsons Ave. Ohio, which will be operated 
as the Grove City Hdwe. Co., 
of which H. V. Ealy is presi- 


dent and general manager. 
PENNSYLVANIA 
Coudersport, 
Taubert’s Hdwe. 


H.A. Dorfeld, 


new owner. 


Business now being operated 
under new management. Name 
to be changed. 


SOUTH CAROLINA 
Camden, A. J. Eddings 
and R. E. 


Stevens. 
R. E. Barron 


New hardware and _ supply 


store. 


Rock Hill, 


Barron Hdwe. 


Has closed its branch at Fort 
Mill and moved that stock to 
Rock Hill. 


Co. 


TENNESSEE 


Columbia, Stock and fixtures sold at 


Columbia Hdwe. Co. public auction. 
TEXAS 
Dallas, Has been granted charter. In- 


Henderson Hdwe. Co. corporators are E. and W. P. 


Henderson and John White. 


Odessa, New store has been opened. Geo. Mattes 


Troup, The partnership of Alton A. 


Troup Hdwe. & Imp. Ashby and E. D. Lockey, Jr., 
Co. in the Troup Hdwe. & Impl. 
Co. and the Blu-Flame Gas 
Co. has been dissolved. Mr. 


Ashby is operating the hard- 
ware store with a new partner, 
Monty Stafford. 





PLAN MERGER OF EMERY- -WATERHOUSE. CO. 
WITH TALBOT, BROOKS & AYER 


The Emery-Waterhouse Co. is 
one of the oldest hardware dis- 


A news report indicates that a 
merger is under way between two 


Portland, Me., wholesale hard- | tributors in New England, having 
ware firms, The Emery-Water- | been founded in 1842. In 1937, it 


house Co. and Talbot, Brooks & 
Ayer. It is reported that the bus- 
iness of the consolidated com- 
panies will be continued for the 
present from quarters now oc- 
¢upied by both. John P. Ayer 
will be a vice-president and direc- 
tor Emery-Waterhouse, and Fred 
C. Talbot will be an officer of the 
enlarged company. 


purchased Rice & Miller Co., 
Bangor, established in 1917. 
Talbot, Brooks & Ayer was in- 
corporated in 1902 and has been 
in the wholesale hardware busi- 
ness since that time. John P. 
Ayer has been president and gen- 
eral manager since 1923, follow- 
ing the death of one of the found- 


ers, Franklin o. Talbot. 














Housewares and Major Appliance 


Show at Chicago, Jan. 5-10 


closed on Friday, Jan. 10, at 
6 p. m. 

On Tuesday, Jan. 7, there will 
be the annual banquet in the 
grand ballroom; the reception 
and cocktails in the Red Lacquer 
Room at 6:30 p. m. and dinner 
at 7:30. A stag dinner and all- 
star variety show is scheduled 
for Thursday evening, Jan. 9. 


The Housewares Manufacturers 
Association, Room 628, Palmer 
House, Chicago, IIll., has an- 
nounced program details for the 
housewares and major appliance 
exhibit to be held at the hotel, 
Jan. 5-10, 1941. The show will 
occupy five complete floors and 
the Palmer House exhibit hall. 
All housewares will be grouped 
on the sixth, seventh, eighth, 
ninth and tenth floors, and the 
major appliance exhibits will be 
staged in the exhibit hall on the 
fourth floor. The exhibits will 
be open from 9 a. m. to 6 p. m. 
and all exhibits will be finally 





NEW MFRS. AGENCY IN 
NEW YORK CITY 
H. B. Snyder has organized the 
Eastern Hardware & Supply Co., 
Inc., a manufacturers’ agency at 


640 10th Ave., New York City. 
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The Tenk Hardware Company, | 
Quincy, Ill., is celebrating its | 
75th anniversary. In 1865 two} 


becthera, Henry Tenk and John | 


! 








| 
| 
RUDOLPH TENK 


Herman Tenk, started a retail 
hardware store under the firm 
name of H. J. H. Tenk. Their 
beginning was small but by close 
application to the business, they 
prospered. 

The store was located at 512 
Maine Street but when the} 
growth of the business made it | 
necessary to secure more space, 
a large warehouse was erected 
just across the alley. About 1870 
the firm started to do a wholesale 
business in a modest way, at first 
selling only to merchants who 
came in to buy, but in a short 
time this department had grown 
to such an extent that it was 
decided to send out a traveling 
salesman. By 1891 the business 
had grown to such an extent 
that the firm decided it was not 
advisable to continue it as a 
partnership any longer, so they 
formed a corporation under the 
name of Tenk Hardware Co. 


In 1917 the continued growth 
of the business made further 
space necessary, so the building 
known as 121-123-125 South 5th 
Street was acquired. The offices 
and wholesale department are 
now located in this building. 
During the last 15 years with 
good roads changing transporta- 
tion conditions, and with the use 
of trucks it was necessary in 1930 
to build an addition to the ware- 
house, so that the firm would 
have facilities for handling the 
40 or 50 trucks which come to 
the warehouse daily. 


Rudolph Tenk, 


commenting 


upon the anniversary, remarked, 
“A lot of water has gone ‘over 
the dam’ since this business was 
organized. The Civil War ended 


TENK HARDWARE COMPANY CELEBRATING 


| ditions, bank failures, 
| years, unemployment, etc., but 





in 1865, the year this business 
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ITS 75TH ANNIVERSARY 


was started. The telephone was 
invented in 1876. The first horse- 
less carriage in America was 
built in 1893, at approximately 
| the time our business was incor- 
| porated. Wonderful developments 


| have been made in automobiles 


and trucks since that time. In 
1893 we had the worst money 
panic that ever happened in this 
country. In 1903 the Wright 
Brothers successfully flew the air- 
plane, which has grown to be one 


of the country’s biggest, as well 


as important, industries. 


“From 1914 to 1918 the World | 


War was fought, which we now 


| find did not settle the difficulties 


in the European countries. From 
1926 to 1929 we had a boom and 


| inflation, followed by the crash of 


October, 1929. This was followed 
by eight years of panicky con- 
drought 


| by following business principles, 


which many now consider old 
fashioned, the business was car- 
ried through, so we are glad to 
be able to celebrate our 75th an- 
niversary.” 

During the last 25 years mer- 
chandising lines and methods 
have changed radically, but the 
company has added new lines so 
it could serve the merchants in 
its trade territory. During all of 
these years, the business has been 
managed by the Tenk family, and 
the president, Rudolph Tenk, 
who is still active in the busi- 
ness, is finishing his 55th year 
of service. 


BOOSTERS WANT TO HEAR 
FROM SALESMEN’S CLUBS 


The Hardware Boosters. a 
group of Metropolitan New York 
salesmen for hardware manufac- 
turers and wholesalers, would 
like to hear from similar organ- 
izations, in the United States, as 
to their activities. Secretaries of 
hardware and allied line organ- 
izations are invited to send no- 
tices of regular meetings, and 
copies of their by-laws, constitu- 
tion and membership roster to 
the attention of Kenneth A. 
Heale, secretary, Hardware 
Boosters, c/o Harpware Ace, 100 
E. 42nd St., New York City. The 
Hardware Boosters will be happy 
to send similar data to the sec- 
retaries of other organizations. 

It is the desire of the Hard- 
ware Boosters to bring about a 
closer understanding and rela- 
tianship between the various 
hardware salesmen’s_ organiza- 
tions, in this country, and to 
work toward the formation of a 
national organization of hardware 
salesmen’s clubs and associations. 








THOUGHTFUL 






When you sell 
Ta-Pat-Co 
Collar Pads 
You are being thoughtful 


in more ways than one. 


You are thoughtful of the comfort of faithful horses and 
mules, and thoughtful of the interests of your customer 
who will get better service from his work stock by using 
collar pads. You are thoughtful, too, in selling a product 
of recognized quality, established by years of universal 
use and consistent advertising. 


FREE cand, 


designed to hang on a Ta-Pat-Co 
pad, will be mailed on request if 
your jobber’s salesman cannot sup- 
ply you. Ask for it. 


Ng Na ee) 


COLLAR PADS 
PREVENT SORE SHOULDERS & “COLLAR CHOKE” 


THE AMERICAN PAD & TEXTILE CO.—Greenfield, Ohio. 







































































DEALER-CONTROLLED OUTLETS DISCUSSED 





AT SOUTHERN CALIFORNIA ASS’N CONFERENCE 


Salesmanship in hardware | 
stores, plus the immediate status | 
of hardware stores, received top 
billing at the Ninth Annual Con- | 
ference of the Southern Califor- 
nia Retail Hardware Association, 
Nov. 6, held at the Santa Monica 
(California) Deauville Club. 
This highly important program 
attracted 116 hardware men tc 
the afternoon session and 315 to | 
the evening meeting, with its | 
customary banquet. 

Keynoting the conference, As- 
sociation Managing Director J. 
V. Guilfoyle said “Be prepared | 
for business with confidence and 
optimism. Salesmanship is still 
a definite necessity and require- 
ment for better store service.” 

Hardware Open-House was dis- 
cussed by Association President 
Maurice J. Hellman. 

Results of the association’s 
trade relations committee were 
told by Chairman John J. Pot- 
ter, Jr. 

A lively discussion of the edi 
torial on jobber-controlled retail 
outlets, appearing in the October 
17 issue of Harpware AcE by 
Editor Charles J. Heale, was 
started by Mr. Guilfoyle reading 
the entire editorial. Terming it 
“The Awful Truth,” he com: | 
mented, “Most hardware retailers | 
will be directly affected by con- 
ditions arising as outlined by Mr. 
Heale. A few retailers are in a 
very choice position through be- 
ing exceptionally well organized | 
and well financed. Three courses 
are open to the majority of hard- 
ware men, to struggle along, 
then to be taken over by = 

| 


| 





jobber and to do as told; volun- 
tarily join some buying syndicate | 
who will tell them what to do; 
or to form an organization of | 





their own and definitely agree to 
be scientifically directed by the 
experts of their own buying 
syndicate. 

“Just giving a hardware dealer 
a price advantage is not enough. 
They must be scientifically di- 
rected. 

“Directional management is 
absolutely necessary in present 
hardware retailing.” 

“Areas of Competence” was 
the topic of Dr. Frederick P. 
Woellner, U. C. L. A. educator, 
who pointed out “We will have 
government subsidy of coopera- 
tives, who in turn will get 10 
per cent of the purchasing power 
of the U. S. Chain stores will 
stay with us and continue to 
grow as they fulfill a definite re- 
tailing need by people who prefer 
to trade on a_ price-no-service 
basis. Chains will account for 
twenty per cent more buying 
power. There is still a balance 
of 70 per cent from which the 
independent retailer should solely 
direct his sales efforts. In thi- 
group are the people who wani 
good merchandise, good service. 
My advise is for you men to con- 
fine all your sales appeal to the 
70 per cent and forget about the 
balance.” 

A picture presentation, “The 


| Face in the Mirror,” proved to be 


gvod entertainment plus good 
salesmanship. 

Of the 236 hardware salesmen 
enrolled in the association’s six- 


| months’ salesmanship course, the 


three winners were presented 


with cash awards, engraved 


trophies and diplomas certifying 


them to be a “Master Hardware | 


Salesman.” They were Fred 
Steele, John Cooper and Jack 


Swan. 


George W. Green, president 
N. H. R. A., featured banquet 
speaker, saw a very definite 
bright future for hardware retail- 
ing. “There is just as much 
hardware business as ever be 
fore,” he asserted. “It is a case 
of promotions all the time. Suc- 
cessful hardware merchants have 
proved it possible to lower costs 
through better merchandising.” 
After paying a glowing tribute to 
the association’s Joseph V. Guil- 
foyle as being the originator of 
| National Hardware Open House, 
the speaker said that Open House 
is a vast nationwide promotion 
to offer a definite future for the 
independent hardware merchant. 








HARDWARE TRADE ASSN. 
PLANS CHRISTMAS PARTY 


Announcement was made at the 
Nov. 19 meeting of the Hardware 
Trade Association of New York, 
held at the Railroad Machinery 
Club, 30 Church St., New York 
City, that the Dec. 17 meeting 
will be in the form of a Christ- 
mas ;party. Nominations for of- 
ficers for 1941 will be announced 
at the meeting, which wiil be held 
in the usual meeting place. Every 
member attending the party will 
be requested to bring a gift hav- 
ing a value not in excess of $1.00 
so that there will be a gift for 
everyone present. Roy CC. 
Schmidt, Stanley Tools, will serve 
in the role of Santa Claus to dis- 
tribute the gifts. 

President Robert Doti, Igoe 
Bros., presided at the meeting. 








| EASTERN HDWE. GOLF ASSOCIATION 


| 
| 
At the recent meeting of the 
board of governors of the Eastern 
| Hardware Golf Association, 9 
Rockefeller Plaza, New York 
| City, it was voted to hold the 
| 1941 tournament, May 22-24, at 
ithe Buckwood Inn, Shawnee-on- 
| the-Delaware, Pa. The Inn has 
made various improvements such 
as additional bed-room and 
changes in the golf course, in- 
cluding widening of the bridge 
over the branch of the Delaware 
to enable cars to be driven to the 
10th tee. The association will 
have exclusive use of the Inn dur- 
ing the tournament. 
The schedule as tentatively set 
| by the tournament manager, E. 
T. Fraim, II, E. T. Fraim Lock 
| Co., Lancaster, Pa., will require a 
| qualifying round and then match 
| play in flights of six teams, with 
| the finals in all flights to be fol- 
| lowegl by a dinner and the pres- 


t a —_ 











Banquet during the annual conference of the Southern California Retail Hardware Association, 
Nov. 6, at Santa Monica. George W. Green, Long Beach, president of the N.R.H.A. was the 
featured speaker at the banquet which was attended by 315. 





TOURNAMENT MAY 22-24, 1941 





L. BREWSTER JACKSON 


entation of prizes. The tourna- 
ment committee is also working 
on innovations in the way of 
special events. 

The board of governors voted 
to create a class of honorary 
members to include members of 
the association who have retired 
from the hardware usiness. Men 
elected to this new class of mem- 
bership and their former connec- 
tions are: E. C. Griswold, Corbin 
Cabinet Lock Co. and Corbin 
Screw Corp.; George T. Price, 
American Fork & Hoe Co., and 
H. C. Jennings, The American 
Steel & Wire Co. 

H. L. Gilliam, The Wood 
Shovel & Tool Co., is secretary 
of the Association and L. Brew- 
ster Jackson, sales manager, 
Wickwire Brothers, Cortland, 
N. Y., is president. 


RED HEAD BRAND CO. 

IN NEW QUARTERS 
The Red Head Brand Co. has 
moved to a new, modern office 
and factory building at 4311 W. 

Belmont Ave., Chicago, III. 
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Principal speaker at the recent 
meeting of the Central New York 
Retail Hardware Association at 





H. E. HULBURD 


the Mohawk Valley Retail Hard- 
ware Association at the Linck- 
laen House in Cazenovia, N. Y., 
was H. E. Hulburd, president of 
the Geo. Worthington Co., Cleve- 


Hulburd Speaks on Distribution 
Before New York Dealers | | 





land, Ohio. 
a group of more than 75, that 
distribution in the early days be- 
gan in blacksmiths’ shops. 

Mr. Hulburd declared that the 
big job is to get business not 
placed, and pointed out that for 
many years hardware was bought 
on the Atlantic Coast and shipped 
west. That was the universal cus- 
tom. He recounted how when he 
was a salesman on the road, he 
found great difficulty in putting 
the idea into reverse but that he 
finally succeeded in getting ship- 
ment of hardware from west to 
east. Mr. Hulburd also discussed 
other phases of the business that 
concluded that the independent 
hardware merchandiser is here to 
stay despite the inroads of the 
rapidly expanding chain store type 
of business. Another speaker was 
L. J. Walters, president of the 
Mohawk Valley Retail Hardware 
Association, who declared that al- 
though in the hardware business 
things might be tough in one 
line, the variety of merchandise 
offsets the difference in income. 








COLT ARMS co DENIES RUMORS 
ABOUT ITS ELECTRICAL DIVISION 


D. S. Phelps, vice-president of 
Colt’s Patent Fire Arms Mfg. 
Co., Hartford, Conn., has advised 
that the company is not giving 
up its electrical division or its 
other non-firearms divisions such 
as the plastics and “Autosan” 
dishwashing machine divisions, to 
concentrate on its production of 
firearms. The statement issued 
by Mr. Phelps reads in part: 

“As it should be doing at this 
time, our company is expanding 
its firearm facilities to the great- 
est extent possible and is produc- 
ing items vital to our National 
Defense Program in a manner en- 
tirely satisfactory to those inter- 
ested in this program. To facili- 
tate such expansion and at the 
same time continue to serve our 
very active and growing electri- 
cal division, the _ substantial 
amount of space used by the elec- 
trical division was made available 
to the firearms division in the 
early summer by moving the elec- 
trical division to a very fine 
building completely isolated from 
our firearms plant. 

“The moving of the electrical 
division permitted a natural ex- 
pansion for our firearms activities 
and provided a very fine plant 
for our electrical. division. Ad- 
vantage was taken of the move 
to provide many new facilities 
to the electrical division with the 
result that since the establish- 
ment of the electrical division in 
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its new location its productive 
capacity increased so that the vol- 
ume of electrical products ship 
ped in the month of September 
was ‘the largest in the history of 
the Colt electrical division. At 
the moment of writing it is very 
evident that this performance will 
be exceeded considerably in the 
month of October. 
“Having served our 
ment with essential products for 
many years, it is only natural 
that we should continue to do so 
to the utmost of our ability dur 
ing an emergency 
fronts our country 


Govern 


such as con 
now. It is 


only natural, too, that having 
made a_ substantial investment 


since 1922 in a development of 
our electrical division activities, 
we should make every effort not 
only to protect that investment 
but to increase its value to ou 
customers and ourselves.” 

L. VANDER HORST, BUYER 
FOR WM. H. COLE & SONS 


L. Vander Horst has been ap- 
pointed buyer of all lines for the 
wholesale hardware firm of Wm. 
H. Cole & Sons, Baltimore, Md. 
Mr. Vander Horst succeeds the 
late George N. Groff. 

Mr. Vander Horst has been 
with the Cole organization for 
eight years starting as an order 
clerk, working himself up to as- 
sistant to the late Mr. Groff who 
had been buyer for the company, 


He told the ditions, | 














Attaining and maintaining a position of leadership 
in any competition calls, first of all, for a desire to 
“be out in front”; secondly, for the ability and stay- 
ing power always associated with champions. Ever 
since Union Hardware Ice Skates were first put on 
the market, more than 75 years ago, they have led 
in the quality field by dint of a firm desire on the 
part of their manufacturers to offer a product always 
a stride or two ahead of competition. And hand in 
hand with the desire to make a better product has 
gone the ability to create, from the finest materials, 
ice skates that have commanded the admiration of 
sports lovers throughout the land. 


With the season for winter-sports at hand you are 
stocking merchandise that you know, from past ex- 
perience, will sell and net a substantial profit. In- 
clude in your order Union Hardware Ice Skates, avail- 
able in a wide range of sizes and styles for all types 
of skating. See your jobber for full particulars. 








No. 98 Screw-to-the- Boot Figure 
Skate with saw tooth toe. Made of 
finest steel, nickel plated. 
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Boost PROFITS 


ELP your customers keep a sharp eye on 
detail costs. On cap screws, set screws, 
bolts and nuts, here’s where the TRIPLEX 
Line keeps their good will for you—cuts 
their purchasing worries, saves assembly de- 
lays. Boost your profits through repeat 
orders. 

Triplex standards assure uniformity—ac- 
curate forming, clean threading, correct fin- 
ishing and heat treating. From exacting 
steel specifications to final inspection, the 
Triplex plant is under modern quality con- 
trols. 

Be ready to supply threaded products that 
boost your reputation and your profits. Write 


today for the Triplex proposition. 


THE TRIPLEX SCREW COMPANY 


5317 Grant Ave.. Cleveland, O. 


CAP AND SET SCREWS, BOLTS, NUTS AND RIVETS 


* Millions Sold +++ Used in Every Industry * 











and Customer GOOD WILL 
with TRIPLEX Quality 


CAP SCREWS, BOLTS and NUTS" 


| diabetes for several years. 





OBITUARIES 








CHRiS D. JUNGE 

Chris D. Junge, president of 
the Witte Hardware Co., whole- 
sale hardware firm of St. Louis, 





Cc. D. JUNGE 


Mo., passed away suddenly Nov. | 


7. Mr. Junge, who was 60 years 
old, collapsed at the steering 
wheel of his automobile where he 
was found by a passing motorist. 
Mr. Junge’s car had _ stopped 
about five feet from the curb at 


Twelfth Blvd. and Lafayette Ave. | 


He had been under treatment for 


Mr. Junge went to St. Louis as 
a young man and was employed 
at the Simmons Hdwe. 


Witte company in 1904. His rise 
was steady and in 1933 he was 
elected vice-president. In Janu- 
ary, 1940, he became president 
of the company. 

He leaves his widow, Mrs. Leah 
Junge. 


RHODE B. HAYES 


Rhode B. Hayes, 62, traveling 
representative of the Honeyman 
Hdwe. Co., wholesale firm of 
Portland, Ore., for years, 
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| passed away recently. He leaves 


two daughters and three brothers. 


GUSTAV A. BOCK 


Gustav A. Bock, Dale, Wis., a 
tinsmith and hardware merchant 
for 64 years, passed away at his 
home recently. Mr. Bock, who 
was 81 years old, came to this 
country from Germany when he 
was. five years old, settling in 
Chicago. He learned the tinners’ 
trade at Princeton, Wis., begin- 
ning as an apprentice when he 
was 16. Later he worked in tin- 





| shops in Chicago and started a 
hardware store at Fairwater, Wis., 
| in 1886. He moved to Oshkosh, 
| Wis., in 1891 when he operated 
|a tin shop and hardware store. 
A year later he established his 
business at Dale. 

| Mr. Bock is survived by two 
sons, Harry and Victor Bock of 
Dale, and four daughters. 


EDWARD D. COMSTOCK 


Edward D. Comstock, 72, in 
the hardware business since 1899, 
| passed away Nov. 9. Mr. Com- 
stock was owner of the Com- 
| stock Hdwe. Co. and president of 
|the Union Building and Loan 

Association, both in Shelbyville, 
| Ind. His widow and two children 
| survive. 


JESSE R. KENYON 


Jesse R. Kenyon, treasurer and 
| general manager of the Rogers 
Isinglass & Glue Co., Gloucester, 
Mass., passed away Nov. 4 after 
a long illness. He was 50 years 
old. Mr. Kenyon had lived in 
| Gloucester since 1922. He was, at 
| the time of his death, vice-presi- 
dent of the Gloucester National 
Bank and at one time had been 
president of the Chamber of 
Commerce. His widow, a daugh- 
ter, and a brother survive. 


Co. for | 


several years before he joined the | 


FRED BELL 


Fred Bell, partner in the Bell- 
Hubbard Hardware Co., Annis- 


ton, Ala., passed away Nov. 8 
from a heart attack. Mr. Bell 
began his hardware career in 


1903 with the City Hardware Co. 
and later was connected with the 
Anniston Hdwe. Co. After work- 
| ing with that firm for seven years 
he organized the Bell-Hubbard 
Hardware Co. with the late Bar- 
tow F. Hubbard. Surviving Mr. 
Bell is his widow. 


FREDERICK R. PHILLIPS 
Frederick R. Phillips, 64, for 


25 years an executive of the 
Savage Arms Co., Utica, N. Y.., 
passed away Oct. 27 at his coun 
try estate near Irvinton, N. Y 
Mr. Phillips was vice-president 
and a director of the Savage 
Arms Co. and was also a director 
of the Sitt Eastwood Co., Pater 
son, N. J., manufacturer of silk 
machinery. He also had an in 
terest in the Fowler and Mack 
Truck Companies. He leaves hi 
widow, a son, Richard Doughla 





Phillips, and daughter. 
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PAUL M. MACKLIN 


Paul M. Macklin, 53, executive 
vice-president of the Wickwire 
Spencer Steel Co., 500 Fifth Ave., 


New York City, and his son, | 








PAUL M. MACKLIN 


Mr. Macklin was active in a 


number of clubs including the | 


New York Engineers Club, New 
York Athletic Club, and the 
Worcester and Westchester Coun- 


try Clubs. 


E. G. LAWSON 
E. G. Lawson, member of the 
C. K. Lawson Hdwe. Co., 
ings, Neb., passed away Nov. 10 
of a heart attack. Mr. Lawson 


was a son of C. K. Lawson, one |e 7 


a 


of the founders of the 
Headquarters Store, the 


pione er 


one of the organizers and _ first 


first’ in | 
Hastings, established in 1872 and | 





| 
| 
| 


| 
| 


president of the Nebraska Retail | 


The pres- 
successor to the 


Hardware Association. 
ent Lawson store, 
original, has been operated by the 
brothers, E. G. and Arthur Law- 
son, since the death of their 


| father. 


Surviving E. G. Lawson are his 


| widow and three daughters. 


John, 28, were drowned while on | 
a hunting trip in Maine. 

Mr. Macklin was principal of 
the Grafton High, Fairhaven 
High and Southbridge High 
Schools before becoming associ- 
ated with the Goddard works of 
the Wickwire Spencer Steel Co., 


Worcester, Mass., in 1918. He 
was first a mechanic in the flat 
wire rolling mill. In the next 


two years he was foreman of the 
heat treating room and superin- 
tendent of the high carbon de- 
partment at the Goddard works. 
Six years later he was appointed 
vice-president and general man- 
ager, the position he held at the 
time of his death. 





SOUTHWESTERN JOBBERS 
MEET IN CALIFORNIA 


The twelfth annual meeting of 
the Southwestern Wholesale Dis- 
tributors’ Association was held in 
the Hotel Hilton, Long Beach, 
California from Nov. 7 to 9th. A. 
E. Buck, Rio Grande Steel Prod- 
Albuquerque, N. M., 
president of the accosiation pre- 
sided. 

Attendance at this meeting was 
considerably cut due to the pur- 
chases of “preparedness” merchan- 


ucts Co., 


dise in the various communities, 
plus the nearness of the national 
election. Various matters affect- 
ing these jobbers were thrashed 
out in open meetings and in com- 
mittee meetings of such groups as 
iron and steel fabricators; ma- 
chinery and supplies; Electrical 
supplies, general hardware and 
pipe, valves and fittings. 

Aside from the business part 
of the program the entertainment 
features consisted of golf at the 
Virginia Country Club with C. H. 
Murphey in charge and assisted 
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E. W. SMITH 
Eben Winthrop Smith, Need- 
ham Heights, Mass., former presi- 
dent of the New England Hard- 
ware Dealers’ Association and of 
the Paint Trade Salesman’s Club, 





passed away Nov. 4. He was 66 | 
| Patent No. 1,756,485 


years old. 

Mr. Smith had lived in Need- 
ham for 40 years, serving on the | 
Needham finance committee, the | 
board of directors of the Need- | 
ham Cooperative Bank, and as 
vestryman and former ‘easier | 
of the Christ Episcopal Church. 
He leaves two sons, Eben F. of | 
Needham, and Winthrop of Old 
Orchard, Me., and a daughter. 


by Gus Momsen, Jr., and the 
football game between U.C. and 
USC. 

Reports of the territorial chair- 
men came from R. E. Penney and 
Walter Wheaton for Arizona: 
John Walters, new Mexico and 
Bud Flannagan for west Texas. 
Benj. Sherrod, Box 586, El Paso. 
Tex., is the acting secretary of 
the association. 


NEW MERCHANDISE MGR. 
FOR PEDEN IRON & STEEL 


L. W. Boone has been ap- 
pointed merchandise manager for 
the Peden Iron & Steel Co., 
wholesale hardware firm of 
Houston, Tex. Mr. Boone for the 
past six years was secretary and 
purchasing agent for the Wal- 
ter H. Allen Co., Dallas, and for 
10 years prior to that was buyer 
and manager of the shelf and 
heavy hardware department of the 
Higginbotham - Pearlstone Hdwe. 
Co., Dallas. He had started his 
career with the Wadel-Connally 
Hdwe. Co., Tyler, Texas. 


‘NO. 1. 





Years Ahead 


.--In value 


Hast- | 


in service 


Never 
Before 

2 So Many 
Great 
Selling 


13 Features! 





“UNCLE SAM” 


ASH & GARBAGE CANS 


(PATENT NO. 1,756,585 } 
Built to Conform to U. S. Army Specifications 


Double Duty Butt Welded Bar Iron Complete- 
ly Enclosed is twice as heavy as used on any 
other can—a glutton for punishment. No 
rivets. No spot welding. 


FEATURE 


FEATURE Heavy Horizontal Swedges—immensely in- 
| creases the strength and rigidity of the upper 
NO. 2. part of can. 

FEATURE Double Seam Pressed into 2” x 4%” Bar Iron— 
NO 3. absolutely prevents the bottom from being 

. knocked out; a/so prevents corrosion from set- 
ting in. 

FEATURE Rolling Type Construction—vastly increases 


the rigidity of the body. 


NO. 4. 


In addition—Handle Construction prevents handles from 
tearing out—Handles over Seams give added seam strength 
—Self-Cleaning Bottom assures clean dumping—No Spot 
Welding or Rivets in Top or Bottom Bands — and 
finally, “Uncle Sam” em- 
bodies the famous Reeves 
Nestability feature which 
saves valuable storage and 
truck space. 





Remember "REEVES" 


on your wants of Wash Tubs, Water 
Pails, Stock Pails, Cement Pails, 
Fire Pails, Stove Boards, Self Drain 
Laundry Units, etc. Top quality— 
popularly priced. 


Order the "Uncle Sam" from 
Your Jobber — if he cannot 
supply, write us. 











STEEL ano MFG. 
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EASY TO SELL 






LET THIS TOOL 
SELL ITSELF 












Here is an Automatic Push 
Drill that will actually do 
its own selling job for you. 
It’s really a fine looking 
tool, sturdily constructed, 
with either the all-trans- 
parent handle, or the hard- 
wood handle with a trans- 
parent ring next to the 
metal cap showing the ends 
of the drill points. Both 
handles serve as a maga- 
zine for 8 drill points mak- 
ing any size drill readily acces- 
sible by simply turning the metal 
cap. 



















For more information about this 
fast selling drill and the com- 
plete line of Greenlee tools for 
the Woodworker, Electrician, and 
Plumber, write today for Catalog 
31, and mention the name of your 
jobber. 













GREENLEE TOOL CO. 
1715 Columbia Ave., Rockford, Ill. 


TOOLS THAT STAY Sold! 




























JOSEPH H. DAY, vice- 
president of The Emery- 
Waterhouse Company, Port- 
land, Me., wholesale hardware 
firm, was born at Damariscot- 
ta, Me., on June 6, 1862, and 
has spent over 60 years in the 
hardware business. His father 
and grandfather had been ship 
builders so that it was only 
natural that his boyhood ambi- 
tion was to obtain a position 
in some ship chandlery or 
hardware store. When he fin- 
ished school at the age of 16 
he secured a position as clerk 
in the store of J. L. Clifford, 
Damariscotta. His salary was 
; $52.00 a year. It gave him, 
however, the opportunity to learn the hardware and paint 
business. Mr. Clifford’s dealings were largely with Emery 
& Waterhouse and Mr. Day, in looking forward to realiz- 
ing his ambition of being a hardware man, secured a 
position with that firm on Nov. 19, 1880. His salary to 
start was $6.00 per week. His first position was, of 
course, sweeping the floor and errand boy, but he soon 
was advanced to an order clerk, in 1883 was made ship- 
ping clerk and on Oct. 19, 1886, was given a position as 
a traveling salesman in northern Vermont. Starting with 
a small territory, he built up that territory with increased 
sales. On Feb. 1, 1892, Emery & Waterhouse was incor- 
porated under the title The Emery-Waterhouse Company. 
Mr. Day was given an opportunity to become a stock- 
holder and was elected a director of the corporation. 
In Feb. 1930 he was elected vice-president of the corporation, 
which position he has held to the present time. Mr. Day 
has had very few hobbies, unless the study of builders’ 
hardware might be called one. His early training gave 
him a fine insight into ship hardware, which at one time 
was a very substantial part of the hardware business. 
He has always enjoyed sailing and has had several boats. 
On Jan. 21, 1940, Mr. and Mrs. Day celebrated their 





JOSEPH H. DAY 
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Club 


Tools with all 
Striking Faces 


UNIFORM 

















ice- 
ted 50th wedding anniversary. They have one child, Lawrence 
ort- Day, who is general agent of a life insurance firm in 
saeaias Portland. Although at 78 years of age many men are 
cot- withdrawing from active life, Mr. Day is as active as 
and ever. In spite of the fact that in the company’s ware- 
the house there is a passenger elevator, Mr. Day prefers 
ther the stairways, claiming that he can go to the third floor | NO. 84 
‘hip more quickly than the elevator can land him there. He DOUBLE FACE 
mily is actively associated in church- work in the city and BLACKSMITHS’ SLEDGE 
nbi- numbers a host of friends, among which are many noted | 
Hon architects, contractors and builders. T; 
or he Quikwerk Line combines all the high- 
fin- grade features necessary for safe, long-last- 
16 ing and fine-quality hand tools. Made under 
erk JOHN H. ALLISON has | strict metallurgical control and heat treated 
ord, been in the hardware business | to specific hardness, each tool is warranted 
was for 50 years, continuously on | to stand up against rugged use day in and day 
‘im, July 1 of this year. His activi- out. Nowhere can you find striking faces 
int ties have been almost entirely | formed with greater precision. They may be 
ery confined to the St. Louis area. reground without further heat treating. Quik- 
liz- He has been very successful as werk Tools always mean steady, repeat cus- 
la a salesman and numbers a host | tomers. 
to of warm friends. Send for Catalog - 
of A modest chap, it has been a ; ‘ 
on bit difficult to obtain from him Showing Complete Line 
1ip- a story of his experiences. He 





as JOHN H. ALLISON relates that coming from Ar- 


‘ith cadia, Mo., to St. Louis, he was 
sed first employed by a sash and door company. After several 
‘or- months he was offered a position with Simmons Hardware 

Company at very small pay. Beginning July 1, 1890, he 


worked successively in their retail department, then in 


on the sales division, dealing with contracting and industrial 
. trade. His record was excellent, but after a few years he 
ibe chose to make a connection with Shapleigh Hardware 
ay Company, handling the same class of trade. From time to e9 








Ts time he was given additional duties and is still active and 
ive is widely recognized as an able and successful salesman. 
me During his years with Shapleigh Hardware Company, Mr. 
ss. Allison has demonstrated his ability by winning many of W A 3 34 E N ® @) H | 0 
ts. the coveted prizes offered by that company in their sales 
sir contests. 
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fe LOSING time is 


rapidly approaching in the retail 
hardware store of Galen & An- 
drews and the partners, Frank 
Galen and Kenneth Andrews, are 
checking up on the day’s sales. 
Galen seems interested in a certain 
$10.00 bill. He picks it up, holds 
it up to the light and examines it 
closely. 

GALEN: Oh, Johnson and Stan- 
ton come here for a minute. 

James Johnson and John Stan- 
ton, two of the firm’s clerks, come 
up the aisle. Did either of you 
take in a $10.00 bill today? 

JOHNSON: Yes sir, I had to 
change three of them this after- 
noon. What’s the matter? 

GALEN: Plenty; this one’s a 
counterfeit. 

JOHNSON: It certainly looked 
good when I got it today. How 
do you know it’s “phoney”? 

GALEN: Look at the portrait 
of Hamilton—it’s too black and 
the lines are smudged. You never 
see that in a good bill. 

ANDREWS: Where did you get 
all of your information about 
queer money, Frank? 

GALEN: In the November 14 
issue of Harpware Ace. There 


was a mighty informative article 
on the subject. Every hardware 
dealer in the country should read 
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that article. The title of it “Know 
Your Money!” And darned few 
people do know it. And believe 
me they pay for their lack of 
knowledge. 

ANDREWS: What else was 
there in that issue? I haven’t seen 
it yet. 

GALEN: Well, speaking of pay- 
ing for things, there was a dandy 
article on “Hardware Dealers and 
the Taxpayers’ Movement.” It 
told about what taxpayers had 
done in various states in the way 
of having taxes reduced and it 
urged hardware dealers to get 
aboard the band wagon and sup- 
port those movements. And, judg- 
ing from what some of those tax- 
payers’ associations have done, I’d 
say that it was mighty sound ad- 
vice. Then there was a story on 
the new type of invoice that Bron- 
son & Townsend Co. of New 
Haven, Conn., is using. This one 
helps the dealer to “price line” 
his merchandise. 

STANTON: What do you mean 
by “price lining,” Mr. Galen? 

GALEN: Read the article and 
youll find out, John. And, by 
the way, are there many boys in 
town interested in model planes? 

STANTON: Every kid in my 
brother’s crowd is all “steamed 
up” about them. 





GALEN: That’s the answer I 
was looking for. That issue told 
about a firm in New London, 
Conn., that has used that line as 
a traffic builder. This firm gets 
the kids interested in the store 
and about the time they start in 
shaving they’re full-fledged cus- 
tomers. What are you scratching 
your head for, Ken? 

ANDREWS: Must be dandruff. 

GALEN: Must be awfully dry 
in your house. Guess you need 
more humid conditions. And that 
reminds me that there was an in- 
teresting article on portable hu- 
midifiers in that issue. It’s a good 
line to carry at this time of year. 
I’ve been thinking of investigating 
them and that article just about 
convinced me. Wish you fellows 
would read it. Winter weather 
usually makes you think of major 
appliances and the first article in 
that book has a dandy one about 
a firm that uses a separate display 
room for appliances. I only wish 
we had the space for a separate 
appliance room. It sounds like a 
fine idea. And right after that 
article is another one about a firm 
that put $5.00 installment sales on 
a contract basis. It’s an interest- 
ing story. 

ANDREWS: Anything further 
about Christmas merchandising in 
that issue, Frank? 

GALEN: Yes, there’s a two-page 
spread on stunts to use in dress- 
ing up the inside of your store 
for the holidays and there’s an- 
other story about a firm up in 
Massachusetts and how they in- 
creased toy sales 14 per cent. 
Then there’s a lot of short items 
on merchandising stunts. Takes 
about five minutes to read and 
digest each one of them but when 
you've finished reading one you 
have a real idea you can use in 
your own business. 

ANDREWS: Well, Frank, when 
can I get my hands on that issue 
of Harpware AcE? 

GALEN: Tl give it to you to- 
morrow. 

ANDREWS: Make it now. I 
want to read it tonight at home. 


—G.MS. 
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Wanted—a Sound Basis for Trade-ins 


(Continued from page 27) 





C. E. MOSELEY 


be a rare exception when a dealer 
can sell a new mechanical refriger- 
ator without taking in an old box 
as part payment. 

A used unit is worth just so 
much and no more, regardless of 
what some dealers may be willing 
to pay for it in order to make a 
sale. And, when a dealer pays 
more than a used unit is actually 


worth, he is not only eventually 
bringing trouble upon himself but 
is harming the entire industry. 
Wide differences in trade-in allow- 
ances will create in the minds of 
prospects the impression that tre- 
mendous profits exist in refrigera- 
tors and that unless he gets the top 
price for his old unit he is getting 
“stung,” irregardless of the condi- 
tion of the unit involved. 

It is my belief that no dealer has 
a right to give more for a used re- 
frigerator than he can get for it, 
plus a reasonable allowance for 
reconditioning and selling it. If 
he can afford to give more than 
that for the old unit, he should cut 
the price of the new refrigerator 
accordingly. 

The problem can be solved; and 
the time to solve it is now, before 
it reaches dangerous proportions. 
How it may be solved, I do not 
know. I do know, however, that 


the typewriter industry has solved 
the trade-in problem to the appar- 


ent satisfaction of all. Certainly 
you don’t see reputable typewriter 
dealers going broke because they 
give too much for old machines. 

They make allowance for an old 
typewriter strictly according to the 
serial number (thus determining 
age) of the old machine. Every 
dealer knows the price of any 
make of typewriter of a certain 
serial number; and you don’t find 
a dealer varying from that price 
to any appreciable extent; and 
that price is set low enough that 
the dealer can rebuild the old ma- 
chine, sell it and make as good 
profit, in proportion, as he makes 
on a new unit. 

The mechanical _ refrigeration 
business could work out some sim- 
ilar system. There could be a 
“Blue Book” of all mechanical re- 
frigerators, wherein the trade-in 
price of every type, for every age, 
could be established, and at such 


(Continued on page 67) 
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New and Improved Merchandise—Dis play Helps—Sales Literature— 


*“Dual-Temp” Refrigerator is rubber cushioned shock absorbing. | Sereen Cloth Merchandiser 
Has an interlocking corrugated channel 
arch and oscillating trucks, extending 
8 to 10% in. Net weight per pair 5% 
lbs. Suggested retail selling price, $3.25. 
Chicago Roller Skate Co., 4456 W. 
Lake St., Chicago, II. 


This “silent salesman” being made 
available by the New York Wire Cloth 
Co., 500 Fifth Ave., New York City, 


Model 871, illustrated, list price, 
$259.95 f.o.b. factory. Has net capac- 
ity of 8 cu. ft.; shelf area, 16.5 sq. 





Electric Shaver Merchandiser 


This counter merchandiser for the 
Knapp “Natural Angle” electric shaver, 
constructed of blond wood, has a cir- 
cular glass mirror, a dummy shaver, . 
electrical connection for demonstrating me ME & 
an actual shaver, and (at the back) a Vhs hy 
sterilizing wall. Dimensions are 8% in. 
wide by 10% in. deep. This display 


case is included without charge in the sii ft lA? » 








ft. and ice capacity of 84 cubes, or 12 
Ibs. Features a freezing locker; “Steri- 
lamp”; illuminated 16-point cold con- 
trol; four “space maker” shelves; five 
snap-out ice trays; automatic dome 
light; sliding vegetable basket; mineral 
wool insulation; 1/6 h.p. “sealed in 
steel” hermetic unit; dry storage cabi- 
net. Stewart-Warner Corp., 1826 Diver- 
sey Parkway, Chicago, Il. 





is a combination catalog and sample 
book of the different types of wire 
screen cloth produced by the company. 
This new merchandising aid has an at- 
tractive, blue, yellow and red cover and 
is plastic-bound at the top so that it 
opens upward to display the various 
brands of wire cloth, each singly avail- 
able and clearly identified. A heavy 
oe : paper divider between each sample 

Has fast, icy Bante * solid steel gives complete descriptive information 
wheels with -aetelgps high speed, over- : ee and specification. Provision is made for 
size ball bearings; wide toe clamps and hanging the book. 


“Zephyr” Roller Skate 





current K-M deal that costs the dealer —- 
$20.00 net and consists of two “Speed- 
ster” models at $5.00 each, in standard Wheel Catalog 


shaver at $10, one DeLuxe, at $15. Two French & Hecht, Inc., Davenport, 
| counter and window display cards and Iowa, has issued an illustrated, 35-page 
a package of circulars are included. booklet on its rubber-tired wheels for 





The Knapp-Monarch Co., St. Louis, Mo. industry. 
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iture— 
New Design Pocket Watch 
e i ae . . . 
h This pocket watch of patriotic design, 


called the “Emblem No. 1,” has a dial 
embellished with a shield of the colors. 











Back of the watch has the American 
Flag done in applied enamel on a white 


enamel ground. Case is nickel plated 
and fitted with an unbreakable crystal. 
Watch retails for $1.75. New Haven 
Clock Co., New Haven, Conn. 


Rawl *“‘Hammerset” 


Consists of a sleeve and a nut, held 
together by precision taper friction. 
Sleeve is formed with one vertical slot 
extending its entire length which opens 
or closes according to variation in the 
diameter of the hole in the masonry. 
As the normal diameter of this sleeve 
is greater than the nut, it contracts 
when driven into a normal hole, locking 
the nut into position at any depth de- 
sired. As the nut is drawn further into 
the sleeve by tightening the bolt, it in- 
creases the radial contact with the walls 
of the hole. No caulking is required. 
When locked, it is said that the anchor 
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for Retail Hardware Stores 





Window Trims—New Packages—New Colors—Catalogs 


cannot move vertically or horizontally, 
the sides of the anchor always remain- 
ing parallel with the wall of the masonry 
regardless of position of the nut or ex- 
pansion of the sleeve. The Rawlplug 
Co., Inc., 98 Lafayette St., New York 
City. 


Fishing Rod and Display 


This display makes it easy for cus- 
tomer to try out the different actions 
of the “Equi-Tuned” rods. The special 
feature of this new item is the choice 
of three actions available in rods which 
are alike in length, weight and other 
respects. Light, medium, or stiff action 





is achieved by an exclusive method 
which controls the stiffness at a given 
point in each type of rod. The display, 
three rods of a given length, but differ- 
ent whip actions, together with three 
rod cases are available as a single unit 
to dealers. The Horton Mfg. Co., Bris- 
tol, Conn. 









*Tron-That-Wags-Its Tail” 

No. 2494, lightweight-automatic, with 
“swivel-action” cord that follows every 
temperature dial at 


ironing stroke; 





thumb tip; fine point and beveled edge 
to iron about buttons, pleats, and seams 
with ease. Correct ironing temperatures 
are maintained by the “Guardsman” 
thermostat operating in conjunction 
with the patented “overshoot control.” 
Iron weighs 4 Ibs. and has non-tarnish- 
ing chromium finish; 1000 watts. Sug- 
gested retail selling price, $9.95. Man- 
ning, Bowman & Co., Meriden, Conn. 


Hand Trap Frame 


An accessory for “Targo,” this hand 
trap frame is for shooters who prefer 
to have targets thrown for them. It 
accommodates the Mossberg No. 1 trap 
and operates like a pistol, no motion of 
the arm being necessary. Lists for 95 
cents. O. F. Mossberg & Sons, Inc., 


New Haven, Conn. 














“Snapit” Chimes 

Uses “tuning fork” principle to as- 
sure harmonious signal tones. Sound 
mechanism is rigidly fastened to the 








casing. All mechanism is fully enclosed 
so that casing may be cleaned without 
removal or injury to any part. Chimes 
can be installed without opening any 
part. Casings are in ivory-colored plas- 
tic material. Made in one-door type, 
single and double tone, and two-door 
type, double tone. Marks Products Co., 
Inc., 84 N. 9th St., Brooklyn, N. Y. 


Winchester Folders 


The Winchester Repeating Arms Co.. 
Division Western Cartridge Co., New 
Haven, Conn., has issued a folder de- 
voted to the Model 12, slide-action re- 
peating shotgun. The folder illustrates 
nine different styles of this gun and de- 
scribes them all in detail. Firing and 
reloading action of the Model 12 is 
shown in a series of sectional illustra- 
tions. Supplies of the folder are avail- 
able free. The company has also is- 


Pocket Knives 

These new “Perma Lube” pocket 
knives feature a built-in, oilless bronze 
bearing which, maker states, is so con- 
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sued a folder on shot shells in a revised 
edition. The inside spread of the 
opened-up folder may be used as a 
display since it illustrates the shells, 
their cartons, and lists the loads. 


Gift Catalog 


Revere Copper & Brass, Inc., Rome, 
N. Y., has issued the 1941 edition of 
“Revere Crafts” a booklet presenting 
the company’s line of home decorative 
items. It shows ash trays, beverage 
items, book scrolls, candlesticks, center- 
pieces, floral items, magazine holders, 
smokers’ articles, trays, and miscellane- 
ous gift items. 


Pocket Stone Package 


No. JP13, with new display, features 
12 “Crystolon” stones on a counter dis- 
play card. Each stone is decorated with 
a gold and black decalcomania and has 


Cop your knife SHARP 


POCKET STONE (20% 
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its individual carton. One of the stones 
on the display is exposed so that cus- 
tomers can inspect it. Stone size is 3 
by % by % in. List price, $2.40 per 
dozen. Behr-Manning Corp., Troy, N. Y. 


structed that the steel tang of the blade 
rotates on this bronze instead of on the 
spring steel. Robeson Cutlery Co., Inc., 
Perry, N. Y. ' 
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41% lb. Radio 


This “Lightweight Champion” weighs 
44% lbs. and is 8% in. high and 4% 
deep. Set 


and 4 inches 


in. wide 





uses a super-sensitive, superhet circuit 
and is said to have sufficient power to 
pull in distant as well as local stations. 
Features a built-in loop aerial, dynamic 
speaker and fully automatic volume 
control. Power is supplied by two flash- 
light cells and an Ever-Ready “Mini- 
Max” B battery. Case is of unbreak- 
able, pliable, tan onyx Tenite with 
leatherette matching trim. List price, 
complete with batteries is $19.95. Col- 
orful counter display is available. Sen- 
tinel Radio Corp., Evanston, Il. 


Glove Display 


This counter display accommodates 
and exhibits the features of any price 
“Turn-Cuff” household gloves. Space 
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for price and description is left open. 
Display is available with order for two 
dozen of any “Turn-Cuff” gloves. The 
Surety Rubber Co., Carrollton, Ohio. 


Flue and Furnace Brushes 


Schaefer Brush Mfg. Co., Milwaukee, 
Wis., announces a new line of “Royal 
Blue” flue and furnace brushes. This 
new line is presented in a folder which 
also outlines briefly the story of “soot”; 
how it governs fuel waste, and how it 
can be controlled. 
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.22 Caliber Cartridge 


“Klay Bird,” a “Kleanbore” “Hi- 
Speed” shot cartridge designed for use 
in miniature trap and skeet shooting. 





jig! 


May also be used for shooting small 

sts é all ranges. Packed in 50’ 
pests at small ranges. acked in 00's 
and 500’s. Remington Arms Co., Inc.. 
Bridgeport, Conn. 


Carded Shear Assortment 


“America First”——contains an assort- 
ment of shears to retail for 25 cents. 
Handles are in red, white and blue, and 
each shear is magnetized to pick up 
steel needles. This No. 6960 assortment 


consists of six pairs each 7 and 8 in. 
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oval pattern shears. Blades are nicke! 
plated. The Acme Shear Co., Bridge- 
port, Conn. 


Wallpaper Cleaner 


“Spot-X”—said to remove only marks 
caused by grease and not to effect wall- 
paper color or design. A thin layer is 
applied over spot, allowed to dry and 
brushed off, the grease brushing off with 
it. The Spot-X Co., 124 S. Broadmoor 
Blvd., Springfield, Ohio. 
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Barometer and Clock 


“Quartermaster” No. 8030 combines a 
new barometer with the “Resolute” 
ship’s wheel clock. Both cases are of 
gold color metal. Mahogany base panel 
is 151% in. wide and the entire assembly 
is 7% in. high. Barometer indicates 
weather conditions for 12 to 24 hours in 
advance and barometric scale is in 
inches. Retail price, $16.50. Warren 
Telechron Co., Ashland, Mass. 


Skilsaw Drill 


Model 80 is a ¥%-in. drill with 100 per 
cent anti-friction bearing construction 
and sells for $44.00. Weighs 8 Ib. and 





is 1142 in. long overall and 9% in. high. 
Has a no-load speed of 450 r.p.m. and a 
full load speed of 300 r.p.m. Drilling 
capacity in speed is 14 in. and in hard- 
wood 1% in. Skilsaw, Inc., 4663 Winne- 
mac Ave., Chicago, Il. 


Electric Table Servant 

No. R5A_ automatic broiler-roaster 
with special roasting pot insert that 
turns broiler into a roaster and baker; 





two-way adjustable rack that gives sear- 
ing and browning positions; aluminum 
gravy plate has special gravy well to 
eliminate smoke and odor. Metal cov- 
ered asbestos tray, 14 by 17 in. to pre- 
vent table marring. Thermostat con- 
trol provides correct speed for every 
cooking operation and disconnects cur- 
rent when heat gets above desired tem- 
perature and reconnects when heat 
drops below. Suggested retail selling 
price, $13.95. Prevore Electric Mfg. 
Co., 206 Market Ave., Brooklyn, N. Y. 




















Here's the Easiest Way to 
Become an Expert in 


BUILDERS' HARDWARE 


You can become an expert Builders’ 
Hardware man by training yourself at 
home with the only Builders’ Hardware 
Text Book ever published. 


Tahing, the 
Myhoy 


Out of 
BUILDERS 


HARDWARE 
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It brings you everything you need to 
know about this basic hardware line 
and the most profitable ways to sell it. 
A complete home study course for only 
$3.00. 

"ORDER YOUR COPY NOW 
mare THIS coupon TOOoOARY 
HARDWARE AGE 

100 East 42nd St., New York, N. Y. 


Send me ....copies of “TAKING THE 
MYSTERY OUT OF BUILDERS’ HARD- 
WARE" by Adon H. Brownell. | will pay 
postman $3 each, plus a few cents postage. 


(Canada and Foreign Countries $3.50.) 
NS bits nlacnee Semi dura tk lapskikh tod Me 
SD. ids cnbascuchevsdsdongdanctuvichaus 


eg EET ete nee ee 


() Check here if you enclose payment, in 
which case we pay postage. 
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NETTING 


SIOPS BABY CHICKS 


A 


24 oT) 48 60. & 72 widths 


Boost Sales 
With This New 
Low Cost Netting! 


The new U.S. 4 in| Poultry Net- 
ting provides dependable chick-tight 
fence protection at a NEW LOW 
COST. Baby chick-tight at the bottom, 
poultry-proof all the way up, it combines 
the advantages of closely spaced fabric 
with the economy of wider mesh net- 
ting. The seven lower line wires are 
only 5/8-inch apart. The remaining 
line wires are graduated (at intervals) 
as follows: | inch, | 3/4 inches and 


2 inches. 


U.S. 4 in I is woven with straight 
parallel line wires joined by the famous 
U. S. LOCK-TWIST. It rolls out flat, 
cuts easily and without waste, stretches 
perfectly, requires no top-rail, no base- 
board. Made of Cop- 
per-Bearing Steel 
Wire, hot zinc gal- 
vanized. Furnished 
Galvanized Before 
or After Weaving in 
24, 36, 48, 60 and 
72-inch widths. 





LOCK-TWIST 
WEAVE 


U.S. 4 in | is produced by the makers of 
U. S. STRAITLOK, the original straight-line 
netting, and U. S. HEXLOK, the improved hex- 
agon mesh fabric. All are readily available from 
representative jobbers. Ask your jobber or write 
direct for complete information! 









INDIANA 
STECL & WIRE CO. 
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Chime Wall Display 


No. WD-152 is 48 in. wide by 55 in. 
high overall and shows 11 chimes hav- 
ing a list price value of $61.50. Net 


ay 





i 

charge for board is $3.50. A free $3.95 
chime is given free with the display. 
The display is furnished completely 
wired and equipped with chimes, push 
buttons and transformer ready to plug 
in. The A. E. Rittenhouse Co., Inc., 
Honeoye Falls, N. Y. 


Ledge Type Sink Fixture 

No. 558 “Kwikset” with spray has 
positive acting diverter mechanism; 
one-piece combination handle and es- 
cutcheon completely covering all mech 
anism and eliminating three working 





parts; complete diverter and spout as- 
sembly installed on a sink as a unit 
without dis-assembling the working 
parts; locking flange for quick adjust- 
ment. Heavy duty rubber hose is held 
firmly in place by an adjustable clamp 
at the inlet end and sturdy ferrule at 
the spray nozzle. Spray nozzle is 
guided into place by means of a hexa- 





gon-shaped shank holding it in a rigid 
position when not in use. The Republic 
Brass Co., 1623 E. 45th St., Cleveland, 
Ohio. 


Brass Tank Blow Torch 


No. 330 “Superior,” maker states that 
although competitively priced, it deliv- 
ers a powerful blast and is so sturdily 
constructed that it is satisfactory for 





professional use. Tank inlets and con- 
nections are mechanically locked into 
position. Blow proof pump is removed 
to fill the 1-qt. capacity tank. Shut off 
valve has a replaceable needle point. 
Has black Bakelite valve wheel and red 
lacquered handle. P. Wall Mfg. Supply 
Co., 3126 N.S., Pittsburgh, Pa. 





Dog Feeders and Beds 


The “Pooch Bar” comes in three mod- 
els. No. 1, shown, consists of a sturdy 
metal frame equipped with two white 
vitrock bowls. No. 2 is similar but of a 
lighter gage metal and occupying less 
space. No.3 is a single-bowl feeder made 
light but strong metal. The dog bed, of 
metal construction, is equipped with a 
durable cushion filled with cedarized 
kapok and is made in four sizes. It is 
ventilated and sanitary. Both items 
have rubber suction cups on the legs. 
Finishes are red, green, black and ivory 
enamels. “Pooch Bars” retail for 25c, 
59c and $1.00, while the beds range 
from $1.50 to $3.50. D. D. Mfg. Co., 
Inc., 5013 Lakeside Ave., Cleveland, 


Ohio. 
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*YPS” Kitchen Cabinets 


Youngstown Pressed Steel Division of 
Mullins Mfg. Corp., Warren, Ohio, an- 
nounces two additions to its line of 
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kitchen cabinets, the 15 by 36 in. base 
cabinet and the 15 by 30 in. wall cabi- 
net. The line now includes wall cabi- 
nets from 15 to 30 in. wide and either 
18 or 30 in. high; even models of cabi- 
net sinks; broom and linen cabinets; 
vertical filler strips from one to 12 in. 
wide, and various accessories. 


Air Rifle Pellets 


Air pellets are now being produced 
in cal. .177 and cal. .22 sizes, by the 
Benjamin Air Rifle Co., 8th & Marion 
Sts., St. Louis, Mo., in its factory on 
automatic machine especially designed 
to manufacture this type of ammuni- 
tion to strictest specifications. The pel- 
lets are said to be perfectly balanced 
with a full heavy skirt and sharp edges 
to attain a tight seal and to prevent 
loss of compression for greatest activity. 


“Motor Fizik” 


The Curran Corp., Malden, Mass., 
has announced a new lithographed gal- 
lon package for its newly developed 
“Motor Fizik,” this package to be 
known as the “Penetrating Oil Gallon.” 





It is claimed that this new “Motor 
Fizik” gallon may be used as a con- 
centrate to produce three gallons of 
low cost penetrating fluid with exceed- 
ingly high performance. The recom- 
mended dilution would be two gallons 
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of 7-cent No. 1 light fuel oil with one 
gallon of the new “Motor Fizik.” The ER : m: =e 
penetrating fluid is said to be effective No. C667—Made in the Art-design 
as a valve solvent for motor shop works, with code pattern spout, one-piece cast- 
as a spring spray, for curing chassis brass body with all exposed parts fin- 
squeaks and to free rusty nuts, wheels, 
and connections. 


Lavatory Fixture 


New “Ileo” Locks 


These “Tubutype” auxiliary locks, 
cut installation time since their installa- 
tion requires the drilling of only three 
holes. Finished installation is neat and 
trim in appearance wth a minimum of 
exposed parts. These locks*are instantly 
reversible for doors of either hand. Of- 


@ 
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ished in highly polished chromium. 
Available in three sizes to fit all stand- 


ard lavatories. Twelve-in. centers, one- 
piece cast-brass body; snap-lock pop-up 
waste. Available with satin-finish pop- 


fered in a regular night latch, a dead up tee and tailpiece or all chromium. 
latch, and a dead lock. Exterior parts Renewable seats and inverted stuffing- 
are highly polished. Independent Lock box valves. Fisher Brass, Inc., Marys- 
Co., Fitchburg, Mass. ville, Ohio. 
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BE WISE ABOUTYZ 
SCREW PLATES‘ 








Are you prepared to meet the price re- 
quirements of all kinds of buyers? It’s 
easy with the G.T.D. triple line. 


(1) “Little Giant”, the world’s stand- 
ard for those who must have the 
best in accuracy, long life and ease 
of use. 

“Little Giant Jr.” for the in-be- 
tween customer. 


(2 


~~ 


(3) “O.K.” Jr. for the occasional user 
who wants reliability at the least 
expensive price. 


Write “G.T.D. Greenfield” for full de- 
tails, prices and discounts. 


GREENFIELD TAP & DIE CORPORATION, GREENFIELD, MASS. 


Detroit Plant: 2102 West Fort St. Warehouses in New York, Chicago, Los Angeles 
and San Fr i in Cc da: Greenfield Tap & Die Corp. of Canada, Ltd., Galt, Ont. 


GREENFIEL 


TAPS + DIES - GAGES - TWIST DRILLS - REAMERS - SCREW PLATES - PIPE TOOLS 
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AMERICAN 
RULE DISPLAY @ 


e Exclusive Features 





© Biggest Value 
¢ Profitable Fast Sellers 


OO 
EAGLE RULE MFG. CORP. 


514 Hunts Point Avenue, New York, N. Y. 
TTS TEES RR OAR 








THE PROVEN BEST 
AT NO MORE COST 








The Opener With the DOUBLE-ANGLE Cutter 


Sue 
CAN OPENER 


Independent testing laboratory says of it, 

“First in quality, efficiency, safety!’’ 5 ex- 

clusive features, 5-year guarantee. Stand- 
ard aluminum finish or deluxe chromium 
finish, to retail at $1.80 or $3.45. 


10c higher west of Rockies 








THE REGINA CORPORATION, Rahway, N. J. 
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Alabama, Retail Hardware Associa- 
tion of, May 14-16, 1941, at Montgom- 
ery. Headquarters, Gay Teague Hotel. 
Exhibit at Afiditorium. Secretary, J. H. 
Crowe, 41 N. 21st St., Birmingham. 


American Hardware Manufactur- 
ers’ Assn. meeting jointly with the 
Southern Hardware Jobbers’ Associa- 
tion, April 21-24, 1941, at the Peabody 
Hotel, Memphis, Tenn. Charles F. 
Rockwell, 342 Madison Ave., New York 
City, is secretary of the manufacturers’ 
association, and T. W. McAllister, 1020 
Grant Bldg., Atlanta, Ga., is secretary of 
the jobbers’ association. 


Arkansas Retail Hardware Associa- 
tion, Feb. 10-12, 1941, at Little Rock. 
Sessions and exhibit at Marion Hotel. 
Secretary, George L. Turner, 322 E. 
Markham St., Little Rock, Ark. 


California Retail Hardware Assn., 
Feb. 18-20, 1941, at San Francisco. 
Hotel headquarters and sessions at the 
Hotel Whitcomb. LeRoy Smith, 417 
Market St., San Francisco, is secretary. 


Carolinas, Hardware Association of 
the, June 10-12, 1941, at Asheville, 
N. C. Hotel headquarters and sessions 
at the George Vanderbilt Hotel. Sec- 
retary C. B. Gladden, 407-11 Com- 
mercial Bank Bldg., Charlotte, N. C. 


Housewares Mfrs. Assn., annual 
housewares and major appliances ex- 
hibit, Jan. 5-10, 1941, at the Palmer 
House, Chicago, Ill. Association head- 
quarters Rooms 628, Palmer House, 
Chicago. 

Illinois Retail Hardware Association, 
Feb. 25-27, 1941, at Chicago. Sessions 


and exhibit at Sherman Hotel. Secre- 


tary, C. G. Gilbert, 1155 Merchandise 
Mart, Chicago. 
Indiana Retail Hardware Assn., 


Jan. 28-31, 1941, at Indianapolis. Ses- 
sions and exhibit at Murat Temple. 
Managing director, G. F. Sheely, 333 
N. Pennsylvania St., Indianapolis, Ind. 


Intermountain Association, Jan. 15- 
17, 1941, at Boise, Idaho. Sessions at 
Boise Hotel, Boise. Secretary, Frank L. 
Winzler, Chamber of Commerce Bldg., 
Boise. 


Iowa Retail Hardware Assn., Feb. 
11-14, 1941, at Des Moines, Iowa. Head- 
quarters and sessions, Hotel Savery; ex- 
hibit, Coliseum. Secretary, Philip R. 
Jacobson, Mason City, Towa. 


Kentucky Hardware & Implement 
Assn., Jan. 21-23, 1941, at Louisville. 
Hotel headquarters, sessions, and ex- 
hibit at Seelbach Hotel. Secretary, 


Corrected each issue 
according to latest data 


J. M. Stone, 1009 Seelbach Hotel, 


Louisville. 

Marshall-Wells Co., Associate Con- 
gress at Duluth, Minn., Jan. 27-29, 1941. 
Cierks’ school, Feb. 3-5, 1941. 


Michigan Retail Hardware Assn., 
Feb. 11-14, 1941, at Grand Rapids, 
Mich. Headquarters and sessions at 
Pantland Hotel; exhibit at Auditorium. 
Secretary, H. A. Daschner, 1112 Olds 
Tower Bldg., Lansing. 


Minnesota Retail Hardware Assn., 


Feb. 18-21, 1941, at St. Paul. Hotel 
headquarters, Lowry Hotel; sessions 
and exhibit, Municipal Auditorium. 


C. J. Christopher, Nicollet at 24th St., 


Minneapolis, is secretary. 


Missouri Retail Hardware Assn., 
Feb. 25-27, 1941, at St. Louis. Sessions 
and exhibit at Municipal Auditorium. 
Louis C. Kreh, 323-324 Wainwright 
Bldg., St. Louis, is secretary. 


Mountain States Hardware and Im- 
plement Assn., Jan. 13-15, 1941, at Den- 
ver, Colo. Sessions at Cosmopolitan 
Hotel. Secretary, John T. Bartlett, 637 
Pine St., Denver. 


Nebraska Retail Hardware Assn., 
Feb. 4-6, 1941, at Omaha, Neb. Hotel 
headquarters and sessions, Rome Hotel. 
Exhibit, Municipal Auditorium. Sec- 
retary, Edward C. Hermanson, 325 In- 
surance Bldg., Lincoln. 


New England Hardware Dealers’ 
Assn., Feb. 25-27, 1941, at Boston, 
Mass. Hotel headquarters, sessions and 
exhibit at Hotel Statler. Secretary, 
Russell R. Mueller, 189 Dartmouth St., 
Boston. 


New York State Retail Hardware 
Association, annual convention, Feb. 
11-14, 1941, at Seneca Hotel, Rochester, 
N. Y. Exhibit at Convention Hall. 
Secretary N. H. Kiley, 508 Hills Bldg., 
Syracuse. 


North Coast Hardware and Imple- 
ment Dealers Association, Jan. 22-24, 
1941, at Seattle, Wash. Secretary, D. D. 
Stewart, American Bank Bldg. Seattle. 


North Dakota Retail Hardware 
Association, annual convention, March 
4-6, 1941, in Fargo, N. D. Headquar- 
ters, Gardner Hotel. Exhibits at Audi- 
torium. Secretary Louis J. Thompson, 


21 Clifford Bldg., Grand Forks. 


Ohio Hardware Association, annual 
convention and exhibit, Feb. 18-21, 
1941, at Cleveland, Ohio. Sessions at 
Hotel Statler, exhibit at Auditorium. 
Secretary, John B. Conklin, 175 S. High 
St., Columbus. 
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Oklahoma Hardware & Implement 
Assn., Feb. 4-6, 1941, at Oklahoma City, 
Okla. Headquarters, sessions, and ex- 
hibit at Municipal Auditorium. Secre- 
tary, Charles F. Nelson, 301 Key Bldg., 
Oklahoma City. 


Pacific Northwest Hardware and 
Implement Assn., Dec. 2-3, 1940, at 
Spokane, Wash. Sessions at Desert Ho- 
tel. Secretary, James B. Channing, 318 
Hutton Bldg., Spokane, Wash. 


Panhandle Hardware and Implement 
Association, Jan. 27-28, 1941, at Ama- 
rillo, Texas. Sessions at Herring Hotel. 
Secretary, C. L. Thompson, Canyon, 
Texas. 


Pennsylvania and Atlantic Sea- 
board Hardware Assn., Jan. 28-31, 1941, 
at Pittsburgh, Pa. Headquarters, ses- 
sions, and exhibit at William Penn 
Hotel. Secretary, W. Glenn Pearce, 400 
N. Broad St., Philadelphia. 


Southern California Retail Hard- 
ware Assn., Feb. 25-27, 1941, at Long 
Beach. Hotel headquarters, Hilton 
Hotel. Sessions and exhibit, Municipal 
Auditorium. Secretary, J. V. Guilfoyle, 
626 Rives Strong Bldg., Los Angeles. 


South Dakota Retail Hardware 
Assn., Jan. 28-30, 1941, at Sioux Falls. 
Hotel headquarters, Cataract Hotel; ses- 
sions and exhibit at Coliseum. Earl 
Erlandson, Cottonwood, is secretary. 


Southern Hardware Jobbers’ 
Assn., meeting jointly with the Ameri- 
can Hardware Manufacturers’ Associa- 
tion, April 21-24, 1941, at the Peabody 
Hotel, Memphis, Tenn. T. W. McAllis- 
ter, 1020 Grant Bldg., Atlanta, Ga., is 
secretary of the jobbers’ association, and 
Charles F. Rockwell, 342 Madison Ave., 
New York City, is secretary of the 
manufacturers’ association. 


Conventions 
and Events 


Texas Hardware & Implement Assn., 
Jan. 21-23, 1941, at Dallas. Hotel head- 
quarters, sessions, and exhibit at Hotel 
Adolphus. J. D. Martin, Jr., P. O. Box 
1193, Bryan, is secretary. 

Tennessee Retail Hardware Associa- 
tion, Feb. 4-5, 1941, at Nashville. Sec- 
retary, Robert Boswell, Box 68, Chatta- 
nooga. 


Triple Mill Supply Convention, 
May 5-7, 1941, at the Palmer House, 
Chicago, Ill., comprising the Southern 
Supply & Machinery Distributors’ Assn., 
secretary, Alvin M. Smith, Smith- 
Courtney Co., Richmond, Va.; National 
Supply & Machinery Distributors’ Assn., 
secretary, H. R. Rinehart, 505 Arch St., 
Phiiadelphia, Pa., and the American 
Supply & Machinery Manufacturers’ 
Assn., secretary, R. Kennedy Hanson, 
1108 Clark Bldg., Pittsburgh, Pa. The 
convention may possibly be carried over 
an extra day. 


Virginia Retail Hardware Assn., 
Feb. 18-19, 1941, at Danville, Va. Sec- 
retary, G. T. Omohundro, Jr., Scotts- 
ville, Va. 


Western Retail Implement and 
Hardware Dealers Assn., 52nd annual 
convention and exhibit, Jan. 21-23, 1941, 
in the Municipal Auditorium, Kansas 
City, Mo. Frank H. Spink, 322 Scarritt 
Bldg., Kansas City, Mo., is secretary- 
treasurer. James A. Gorman is show 
manager. 


West Virginia Hardware Associa- 
tion, Feb. 24-25, 1941, at Parkersburg. 
Sessions at Chancellor Hotel. Secre- 


tary, H. B. Clower, Oak Hill. 


Wisconsin Retail Hardware Assn., 
Feb. 4-7, 1941, at Milwaukee, Wis. 
Headquarters, Hotel Schroeder; ses- 
sions and exhibit, Auditorium. Secre- 
tary, H. A. Lewis, Stevens Point. 


W anted—A Sound Basis for Trade-ins 


(Continued from page 59) 


a figure that a dealer could give 
that price and make a profit on 
the reconditioning and resale of 
the unit, with reasonable varia- 
tion, of course, for the condition of 
the unit. 

I think every dealer should be 
required, through some form of 
organization, locally, sectionally 
and nationally, to post a bond to 
guarantee that he will abide by 
“Blue Book” prices; and this bond 
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should be of such a nature that 
the dealer could be made to forfeit 
it if he varied unreasonably from 
established prices. 

By some such plan dealers could 
avoid the certain pitfall of over- 
valuing old mechanical refrigera- 
tors and they could guard them- 
selves against the sure trouble that 
is in store for all of us, unless 
something is done quickly to cope 
with the used unit problem. 











Bridgeport 


wiih this 


Bassick 


DISPLAY 











Y 


Connecticut 





Here’s an Interesting and Instructive Message 





To Hardware Clerks 


“Clerks are usually young and 


so are blessed with the chances 


By SAUNDERS NORVELL 


é 
HIS article is writ- 


ten to clerks in hardware stores. 
Clerks are usually young and so 
are blessed with the chances of a 
long future. Proprietors usually 
have only a past. You can do a lot 
with a future but you can’t do 
much with a past. A future is a 
stimulation to accomplishment. A 
past is frequently only good as a 
warning. 

Private John Allen, of Tupelo, 
Miss., when running for Congress 
against a Southern war general 
who often referred to his past war 
record, frequently in his speeches 
said—“The General reminds you 
of his glorious past but I point 
with pride to my spotless future”! 
Private John won the election and 
went to Congress. 

He was called “Private John” 
because he declared he was the 
only private in Mississippi politics 

—all the rest were generals. So 

said Allen, “It is only fair that all 
the privates should vote for me 
and all the generals should vote 
for my opponent.” 

In these days the papers are full 
of controversy about our young 
men being trained for war in 
a time of peace. The other day 
in northern New York at war 
manoeuvres one of the citizen sol- 
diers climbing a hill in the heat 
called to a companion “this is 
tough going.” Then he slumped 
to the ground and died with a 





of a long future... A future is 


a stimulation to accomplishment” 


heart attack. He weighed 240 
pounds. He was not fitted for such 
work. 

I am all for military training 
for our young men. The point | 
wish to make in this article, how- 
ever, is that two weeks training 
out of a year will do little good. 
It will do little good unless the 
young man is willing to train him- 
self the rest of the year. One year 
with the National Guard will turn 
out some wonderful young Ameri. 
can soldiers! The unfit will drop 
out. The fit will become fitter! 

I don’t believe in miracles. It 
takes time, discipline, planning 
and hard work to get results. 


Nature’s Work 


Recently, I rubbed a slice of 
skin off the back of my left thumb. 
Being before my eyes I could 
watch Nature taking her own time 
replacing that skin. It was a won- 
derful piece of work. Through a 
magnifying glass I could watch 
the process from day to day. I do 
not believe any nostrum in the 
world could hurry up Nature’s 
work. I did not pick or pull off the 
scab. In its own time (two weeks) 
it just fell off and under it was the 
fine new skin. 

Some time ago I went to one of 
the greatest eye doctors in New 
York. While he treated my eyes 
he told me the following which 


may be of help if you suffer from 
tired or inflamed eyes. 

“We doctors can really do only 
a part to help in the average eye 
troubles,” he said, but added, “the 
patients can do a great deal to 
help their eyes if they will just do 
a few simple things every day. 
The difficulty in treating the eyes is 
that you can’t get inside of them. 
Nature has provided one of the 
greatest antiseptic eye washes in 
the world. If it were not for this 
protective eye wash all the world 
would suffer from sore eyes. It is 
Nature’s protective care that pro- 
vides the moisture in the eyes. This 
liquid comes down through mi- 
nute tubes in the eyelids. When 
they become infected or dry up 
there is inflammation. What every 
one should do several times a day 
is to rub the eyelids from inside 
out and outside down. This presses 
the liquid out and opens these 
glands. When children cry and 
rub their eyes (if their hands are 
clean) they are just doing what 
Nature needs. A good cry is fine 
for the eyes. It is a real eye bath.” 

I don’t have to draw upon my 
imagination to write these articles. 
Every day life is full of interest- 
ing and instructive stories. Here 
is the story of two young men | 
know. They are recent stories—up 
to the minute. 

The first young fellow has this 
history. He is 18 years old, six 
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A display of Carlton Cake 
Savers at this season will 
interest women who want 
an attractive handy con- 
tainer to carry foods to 
parties., Carlton features 
are patented edge seal 
that keeps foods clean, 
fresh and tasty, and one- 
piece locking handle 
which makes carrying 
easy. You'll find big sales 
for Carlton Cake Savers 
ahead. Order of your 
jobber. 


The Carrollton 
Metal Products 
Company 
Carroliton, Ohio 











RELIABLE - TRUSTWORTHY - ECONOMICAL 


Specially constructed in a wide variety of sizes and 
types, but only the highest standard. 


GENERAL HARDWARE CORDAGE 
Pile Driver @ Hoisting @ Hammerfall e 
Transmission @ Drilling @ Bolt Rope @ 
Shovel Rope @ General Contracting @ Tree 
Climb @ Structural @ Marine @ Steve- 
doring @ Dredging @ Oil & Water-Well 


WALL ROPE WORKS, INC. 
48 South St. Fac 8 
New York, N. Y. Beverly, N. J. 


Boston, Philadelphia, Chicago, San Francisco, Houston, 
Tulsa, Baltimore, New Orleans, Norfolk, Pittsburgh. 
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QUALITY 
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“REPEAT”! 
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Fusoefl Fennings, * 
AUGER BITS 


Russell Jennings customers never have to be resold 
replacements and additions to their auger bit equip- 
ments. Russell Jennings quality brings them back 
automatically. Get better acquainted with this “line 
of least resistance.” Send for catalog. 


THE RUSSELL JENNINGS MFG. CO., CHESTER, CONN. 
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Users like Kwik- 
Lite Oil Burner Wick 
because it lights instantly 
and lasts longer. The long fibre 

asbestos brings the fuel right up for instant 

ignition. You'll like Kwik-Lite because it sells 
easily—Satisfies old customers and brings in new ones. 
The attractive counter display carton is an effective silent 
salesman. Priced to sell. Attractive discounts for Gostors. 


me a eyTIL NY, Inc 1 
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ee aw. Wacker Drive. pg —" ; 

wage a 

Jobber or | picase send Kwik-Lite 
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STOCK THESE FOR 
YEAR *ROUND SALES 








Reflecting 
Type NOMINAL INVESTMENT 
ECONOMICAL 
STOCK UPKEEP 
Heavy, rust-resisting steel; 
FRAME baked enamel finish. Not 
12° 4” affected by atmospheric con- 
ditions or salt air. 
Three inch reflecting nv- 
merals of sharp silver with 
white border, visible at 300 
Retail at feet and readable at 150 feet. 
$2.00 They will hold their brightness 
4 4 indefinitely. 
an 
$3.00 Wire anchor, at bottom of 
‘ 20” post, locks itself into the 


ground. 


Size 95” x 3%" 





num frame is 


on | at 


me. ~~ 4 .00 


Black enameled alumi- 
channel 


formed for inserting nv- 


merals. 
mounting to flat surface. 


tad bk iA4i 
to a bui 





This type sign is readily 
step-riser, tree or post. 


Holes at both ends for inserting screws for 


, door, 


Send for Attractive Trade Prices and Literature 


WESTERN CATAPHOTE CORP. 
TOLEDO, OHIO 





GARAGE DOOR 


HARDWARE 





From now until 
spring garage doors 
have to be opened 
and closed—not left 
open to bad weather. \)] 
To draw sagging hana 
doors up to operat- Ff 
ing position your 
customers need 
“Shelby” Garage 
Door Braces. And 
to hold doors open 
or closed when win- 
ter winds howl, sell [eg 
“Shelby” Garage Vf 
Door Holders or 
Door Bolts. Order 
in these needed items 


a 


YOUR JOBBER HAS THEM! 


THE [yolby_ 
c” SPRING HINGE 
=) 503) => Ge) 51 (0) 
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feet tall, straight as an arrow. He 
is hard as iron and has no super- 
fluous fat. He has never smoked 
or drank and has played football 
and tennis. He went to high school 
in a town near New York and 
graduated in a class of 112 at the 
head of his class. He now has his 
name on a bronze tablet at the 
school. 

During school terms he made 
money selling papers and maga- 
zines, shoveling snow and cutting 
He took an examination 
for Harvard University and won 
a scholarship. Wrote an essay 
(thesis) received from Harvard an 
award of $200.00. Starts in Har- 
vard next September. 


grass. 


He Got the Job 


But he needed money. He had 
no rich father and must work his 
way through. Lots of unemployed 
young schoolmates were sitting 
around kicking against the times 
—embryo communists. This 
young man, however, heard that 
the Rockefeller Music Hall wants 
ushers. He applied for job— 
without any references—no pull— 
and got it—pay $16.00 a week. 

Here’s what he tells me of the 
Music Hall system. Think it over 
They receive two weeks training 
before they are allowed to become 


full-fledged ushers. The Hall sup- 
plies all clothes, uniforms, even 
shirts and shoes and their clothes 
are fitted by a tailor to order. No 
usher must ever sit down when on 
duty. No one is allowed to loll 
or slump against walls. Ushers 
must stand straight like soldiers all 
the time. They are trained how 
to treat customers properly. They 
must never be “fresh,” “wise 
crack” or lose their tempers. He 
says it’s a great job. 

Now here’s the point of this 
story. He had trained himself— 
he had good habits and good looks 
before he got the job. He likes 
the job because he’s fitted for it. 
This job is just training for other 
jobs that will come. Back of it all 
is self control, discipline and good 
habits. Do you doubt what he will 
do at Harvard? He has an intelli- 
gence with which to grasp his 
studies, a training to do manual 
work and a clear head in a strong 
body. The Romans had a phrase 
for it! 

Now let me tell of the other 
case. Remember these are actual 
cases and contain not a word of 
exaggeration. 

A working woman dropped in 
to see me. Could I get her brother 
a job? He was 23 years of age 
and had graduated at Columbia 
University one year ago. He had 





WINDOW DISPLAY SELLS SHAVERS 
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This window dis- 
play made 35 
electric shaver 
sales in 10 days 
for the Hubbard 
Hdwe. Co., Flint, 
Mich. “More 
could have been 
sold,” says this 
dealer, “had they 
been available.” 
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When You Sell 


The “Ajax” 


TYPE 3001 


Hinges. 


~-(CHICAGO) ~~ 


SPRING HINGES 





U. S. A. 





Something Worth Talking About 








Construction and appearance are strong selling 
points for dealers who stock “Ajax” Spring Pivot 


The “Ajax” is made of high grade material and 
has been designed with many important features 
which dealers will find worthy of special mention. 
These include an adjustable tension, alignment de- 
vice, hardened steel roller bearing for piston and 
ball-bearings for carrying the weight of the door. 

The reversible bevel side plates present a pleasing 
and neat appearance when applied to the door. 


Chicago Spring Hinge Company, 


CHICAGO NEW YORK 











FIRE-FIXER 





O 


fl Fire Hooks 


Clinker Tongs 








Pokers 


Clinker Rooks 


- Se. 





AND PROFITABLE LINE. 


ASK YOUR JOBBER 
FOR CATALOGUE AND PRICES 


FARRELL-CHEEK STEEL CO. 





FARRELL-CHEEK 









Back Up Wrenches 


7. 


Bars 





RIGID CONSTRUCTION AND EASY USE 
MAKE FIRE-FIXER TOOLS A FAST MOVING 


SANDUSKY, 
OHIO 
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COMPRESSED Bi" 
LEAD HEAD °% 
ROOFING NAILS ‘ 


ACTUAL SIZE 
Standard 13," 
Lead Head Nails 
88 to the pound 






































Dickson lead head nails, barbed, lock screw, or lock ring 
shank, length |" to 3", drive directly through unpunched 
| lapped steel roofing sheets without impairing their lead 
_ caps. They seal the nail holes with soft lead, make a gal- 

vanized roof watertight, protect it from rust at the nail 
holes, and add years to its normal life. 


Ask your jobber for prices. 


B DICKSON WEATHERPROOF NAIL CO. 


| America's Largest Producer of Lead Head Nails 
EVANSTON, ILLINOIS 





a START A NEW BUSINESS 
WITH ‘YPS) KITCHENS 





YOUNGSTOWN PRESSED STEEL DIVISION, 
MULLINS MANUFACTURING CORPORATION, WARREN, OHIO 
Please send me plete information on the “Youngstown” plan 
for my territory. 
Name 











Address 





City. 
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never worked, had tried among 
friends and “everywhere” and 
could not land a job. He was blue 
and depressed. She would like 
me to talk to him. So the next 
day she brought him to see me. 

Here is his picture. Short, fat 
and 25 pounds over weight. He 
wore heavy glasses and had a 
“bay window” like a man of 40. 
He was shy in manner so I drew 
him out and asked him questions 
He was hesitating and slow in 
answering. 

He had majored in history, eco- 
nomics and literature at Columbia 
What did he like most to do? 
Nothing especially. Liked read- 
ing. What kind of a job would he 
like? Didn’t know—just any job. 

He liked history. All right who 
was Herodotus? Didn’t know 
never heard of him. So he didn’t 
know the father of history? No, 
he was never mentioned in classes. 
Well how about Socrates? Oh 
yes, we had him. He was a Greek 
philosopher. What happened to 
him? Let’s see—didn’t he commit 
suicide? What did he teach? Well 
he didn’t 
losophy. 

Did he ever hear of Plato? Oh 
yes, they had him, too. He was 
a disciple of Socrates! Well, tell 
me was Plato his real name. Guess 
it was, never heard any other. He 
didn’t know then that Plato means 
broad shoulders and that in his 
youth Plato was an athlete and 
was nicknamed Plato because his 
shoulders were so broad. No. he 
didn’t remember having been told 
this in his class, Well—what great 
book did Plato write? Yes, he 
knew that—“The New Republic.” 
But what was the idea of Plato’s 
book. It was all about economics. 

At the end of our interview | 
told this young man some plain 
facts. I asked him some further 
personal questions. Didn't he love 
to eat, especially ice cream, cake 
and candy? He did. Wasn’t he 
fond of reclining on the sofa while 
he read. His sister burst out laugh- 
ing. He blushed. 

I recommend a 
ment of plain diet and hard physi- 
cal work. I suggested when he had 
reduced 25 pounds he call on me 
again. 

Now, the moral of all this article 
is, first—there are no miracles. 


remember—just — phi 


drastic treat- 
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Second, that if we wish to get the 
most out of ourselves, mentally. 
and physically we must train our- 
selves daily. We must guard our 
minds as we would a fine camera. 
Then we will be table to take a 
clear mental picture of life. 

We must watch our personal 
habits so that if we apply for a 
job we will not only be fit but look 
fit. 


This is why I think a year’s 


hard military training would do, 


wonders for the youth of this 
country. 

And in addition—the real point 
of this article—ambitions young 
hardware clerks should start- 
now—right away—to learn ll 
about servicing electric stoves, gas 
stoves, oil stoves, refrigerators, 
washing machines, gas heaters, oil 
burners, air conditioning, etc., etc., 
etc. If you need information write 
the manufacturers for hooks and 


pamphlets. Then get to work and 


study. The future of the hard- 
ware business depends on the 
clerks! 

In reading the proceedings of 
the National Retail Hardware As- 
sociation Congress in New York I 
was particularly impressed by the 
address of Horace P. Aikman, of 
Cazenovia, N. Y., the retiring 
president. 

He emphasizes the point that 
the hardware stores of the country 
must not only prepare to sell all 
the new lines now part of a hard- 
ware stock, but they must also be 
trained and equipped to service 
such lines. Probably one reason 
I was so much impressed with this 
address is because in recent years 
I have written article after article 
stressing just the kind of service 
Mr. Aikman recommends. In case 
Mr. Aikman’s address may have 
been hastily read in HARDWARE 
Ace’s report of the Congress, | 
here quote parts bearing on 
service: 





Heater for Sidewalk Demonstrations 


SIDEWALK 


featured in a special sales drive 


demonstration is 


being promoted by The Coleman 
Lamp and Stove Co., Wichita, Kan.. 
on its oil heater model No. 444. The 
size and peculiar construction of this 
heater makes it suited to an unusual 
attention-getting demonstration. li 
has a heat output of 25,000 B.t.u. 
per hour; operates on low draft and. 
when set up for demonstration, it is 
possible for the “lookers” to see the 
actual combustion of the fuel taking 
place in the combustion chamber. 
The flickering flames in the combus- 
tion chamber are reflected in a mir- 


Sidewalk dem- 
onstrations like 
this stop the 
passersby and 
turn them into 
customers for 
heaters. 


ror through the “Pyrex” dish. This 
and the outflowing flood of heat 
stops the passersby and gets them 
interested. 

All of the “props” that the dealer 
needs for this demonstration are two 
or three lengths of stovepipe, a 12 or 
l4-in. mirror and an 021 “Pyrex” 
dish. He then sets the heater on the 
sidewalk; attaches the stovepipe: 
ties the casing and combustion cham- 
ber lids back; sets the dish on the 
opening of the combustion chamber, 
and fastens the mirror about it at 
about a 45-deg. angle. The heater 
does the rest. 
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PURITAN SASH CORD 


Aye Lualllg Seat spammmee 


Exceeds strength specifications of U. S. Gov't., 
states, municipalities, industries, etc 5 other 


J brands. Sold thru jobbers only 
A2CC F Booklet of sash cord selling tips. Write now! 


- PURITAN CORDAGE MILLS, Inc., LOUISVILLE, KY. 











“GLUEKY”’ The Super Glue Sales- 
man, will sell Rogers Glue to 
2,000,000 families a month 











; P ‘i 
Get this Handle Salesman. Works every hour of every ... and because ROGERS’ exclusive hardware selling 
day. Shouts to every customer in your store, “You Neec . 
a Handle Now!” Expects no pay at any time. plan protects you and it offers you more profit. 
Made of reenforced corrugated board—comes complete ogres — Rogers offers PRICE — Rogers offers you 
with two dozen hammer and hatchet handles assorted in yw A _ , a ees ee —s Pa cae en on aan 
price to retail at 10c to 25c each, Four handles always on Gade ens re to chain compete with chain stores, group 
display—balance of stock protected against dirt. Uses only store, group buyers, or mail order buyers, etc., by offering a superior 
one-half square foot of space on counter or shelf. Display houses. product at the same price. 
your stock, increase turnover and profits with this silent, | QUALITY — Rogers Glue is DEMAND — Rogers sells for 
no pay, super salesman made only from select fish you with national advertising 
pay, pers " p skins insuring clarity and uni- sa in — —— Popular 
‘ormity ... also produces greater cience, ome raftsman, ete. 
°o RDER FR °o M Y ° UR J °o BBER strength (3800 pounds shearing reaching over a million consumers 


strength per square inch). monthly. 


FREE — Phone or 
write your jobber for 
" free goods offers .. 
ask him for a free 
display unit. To dis- 
play Rogers Glue is 
to sell Rogers Glue. 


If he cannot supply you, write us— 


TURNER, DAY & WOOLWORTH HANDLE CO., INC. 
LOUISVILLE, KENTUCKY 
FOR OVER 80 YEARS — WORLD'S LARGEST HICKORY HANDLE MANUFACTURER 


QUERNIGHT SENSATION / 
SENTINEL’S NEW “2ichtwetght Champion 


Talk about o “notural” for big-volume, big-profit Holiday sales — 
this is it! Sentinel's sensational new, compact, camera-type, port- 
able radio that has token the country by storm. Show it, push it, 
sell it—use this “Lightweight Chompion” to pull more prospects 
to your store. Write now for full information on this and the 
other Sentinel super-values~- -electric and battery sets, new 
portables, combinations and new home recorders. 


SENTINEL RADIO CORPORATION 
2020 Ridge Ave., Dept. HA-11 Evanston, #11. 































wy . ] 
{ fl | N i Quality Radio Since 1920 
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LARGE STOCKS... 
UNIFORM HIGH QUALITY 
IMMEDIATE SHIPMENT 


Principal products include — Alloy 
Steels, Tool Steels, Stainless Steel, Hot 
Rolled Bars, Hoops and Bands, Beams 
and Heavy Structurals, Channels, 
Angles, Tees and Zees, Plates, Sheets, 
Cold Finished Shafting and Screw Stock, 
Strip Steel, Flat Wire, Boiler Tubes 
and Fittings, Mechanical Tubing, 
Rivets, Bolts, Nuts, Washers, etc. Write 
for Stock List. Joseph T. Ryerson & 
Son, Inc., Chicago, Milwaukee, Detroit, 
Cincinnati, Cleveland, Buffalo, Boston, 


St. Louis, Philadelphia, Jersey City. 


) new 


items, triple-tested for durability, practi- 
cality and sales appeal before being added 
to the world’s most dependable line of fur 
getters. 


BLAKE & LAMB 


STEEL TRAPS 
Double Jaw 


Made to satisfy the demand of thousands of 
skunk trappers for a trap from which such 
animals cannot gnaw off the foot and escape. 
A certain seller among trappers who go 
after skunk! 


SURE-HOLD 


Totally different in principle from any other 
trap made. Equipped with an auxiliary jaw 
which clutches the body of the animal and 
draws it into the trap—rather than striking 
it a blow which might throw it out of the 
trap. A certain seller among trappers 
who go aftér muskrats! 


Ask Your Jobber! 


THE HAWKINS COMPANY 





YHERICA'S OLDEST TRAP MANUFACTURERS 
SOUTH BRITAIN, CONNECTICUT 
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“Hardware stores from the 
very beginning have operated 
plumbing and tinning shops. 
Years ago this was an absolute 
necessity in the hardware store, 
but during peak years many 
stores have given up their 
plumbing and tinning shops 
and let this part of their business 
get away from them. Now many 
are thinking of establishing new 
types of plumbing and service 
shops that will be able to fen- 
der a better service in their 
trading communities than was 
ever anticipated some 20 years 
ago. 

“One of the greatest short- 
ages in this country today is 
skilled mechanics. Many boys 
are going to college and coming 
out prepared to do nothing. 
Good carpenters, mechanics and 
plumbers can make more money 
than some college graduates. So 
why can’t we develop in more 
young men a desire to enter the 
mechanical field and_ service 
work, those who are skilled in 
electricity and mechanics. We, 
as hardware men, will be forced 
to train young men to become 
service men—men who will 
have a knowledge of hydraulics, 
electricity, refrigeration, air- 
conditioning, heating and ven- 


tilating, and some idea of archi- 
tecture; who will be able to read 
blue-prints and make layouts. 
These are all very “important 
and I feel that our association 
should work with the leading 
trade schools 6f the country in 
developing this new type of ser- 
vice man. 

“A dealer cannot just sell; 
he must service. A hardware 
store of the future will be just 
as good as the service it renders. 
Our competition is not render- 
ing this service and we are in 
a position to do this job if we 
take advantage of it. 

“Every day in my own busi- 
ness I see this need of mechani- 
cal training. It seems as though 
the individual home owner is 
becoming more helpless every 
day. If I could enumerate a 
day’s work in my own place of 
business, you all would realize 
the vital importance of this new 
change.” 

At the time I read Mr. Aik- 
man’s talk I had just finished an 
article addressed to hardware 
clerks about their responsibility in 
being prepared, and as his views 
and mine are so much the same, 
I decided to quote him in this 
article. 





FATHER’S DAY POSTER DEDICATED 
TO AMERICANISM 


The official Father’s 
Day 1941 poster was 
recently announced by 
the National Father’s 
Day Council, 9 E. 41st 
St., New York City. It 
is done in full colors 
and was painted by 
McClelland Barclay. It 
carries out the theme 
of Americanism in its 
legend by its prepon- 
derance of red, white, 
and blue as well as the 
Stars and Stripes subtly 
worked into the illus- 
tration. The poster was 
dedicated at the Amer- 
ican Legion’s national 
convention, Boston. 
Father’s Day will be 
celebrated June _ 15, 
1941. 
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This Display 
Sells Wire 


20 Ibs. 





Sales Offices also in: 
FOR HARDWARE OPEN HOUSE CHICAGO 








10 ct. Coil 
Wire Display 


This attractive metal display stand is finished in green with ivory letters. 
Displays the fastest selling sizes in soft copper and galvanized iron wire. Con- 
tents 72 coils—6 coils of No. 14, 16, 18, 20, 22 and 24 of both kinds of wire. 
Shows sizes, lengths of each coil and retail price. Coils about 3” diam. All 
retail profitably at 10¢ each. Packed in corrugated shipping carton, gross wet. 


Send for Circulars of the TATE line of Picture Hangers, Coil Wire, Cup Hooks, Master Keys, 
Drapery Hooks, Mirror Clips and all sizes and prices of Mop Heads. 


E. H. TATE CO., Boston, Mass., U. S. A. 


NEW YORK LOS ANGELES 





MAKE WINTER MONTHS PROFITABLE 
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FULTON AIRMOISTENERS 


A Complete Line 
Dealers are selling thousands right 
now for use in homes and offices. Low 
cost makes sales easier and faster! 
HEALTHIFIER (shown). Fits between 
radiator coils where heat and evapora- 
tion are greatest. Concealed water 
pan cannot tip over. 
HUMIDIFIER AND SHIELD—For floor or wall registers. Shield 
prevents dust streaked walls. 
AIRMOISTENER—Fastens to radiator top. Holes in three sides 
of twin water pans assure ample evaporation. 
IMPORTANT! Healthifier and Humidifier—are made of one-piece 
rust-resisting metal . . . No Soldered Joints! 


Ask Your Wholesaler About Our Low Prices 
PATENT NOVELTY COMPANY 





305 EIGHTH AVENUE FULTON, ILLINOIS 








LEADING ALL OTHERS 


Highest 
gg jar rubber 
made. Biggest seller. 
Used by experts and home 
canners for 20 years. Na- 
tionally advertised. Excel- 


lent — Big repeats. 10¢ a 
doz. Two gross (24 cartons) in 
full color display container. 


GOOD LUCK 


Jar Rubbers 





BOSTON WOVEN HOSE & RUBBER CO., Cambridge, Mass. 


YOU CAN’T MISS A BET 
WITH THIS COMBINATION! 


Be ready to meet the requirements of every wick 
customer by supplying “Flamemaster,” the free burn- 
ing, non-carbon rock weave wick, in any desired 
length from the Flamemaster FREE DISPENSER— 
Or—in CUT-TO-FIT BOXED SETS. 


THE HANDY FREE 


DISPENSER WAY 


Ends cutting waste. Safeguards 
you against errors and losses due to 
miscalculations in lengths. Keeps 
your wick stock neat and clean—no 
tangled, shopworn stock. A complete 
wick department in tabloid form. 


SPECIAL DEAL — 400 ft. ef 
Flamemaster (every foot marked for 
size, eliminates errors) in 4 sizes 
shown at right. Three-color Dispenser 
with complete Stove Data on front 
for serving customers with speed and 
accuracy. MERCHANDISER FREE. 
Also valuable FREE Dealer Selling 


Aids. F.0.B. Jobber’s €8 75 


warehouse, Dealer’s Net. 


Pat. Pending 








Reg. U. S. Pat. Off. 


ASBESTOS WICK 
IN CONVENIENT BOXED SETS 


DEALERS, NOTE—IMPORTANT! To Flamemaster 
Dealers who sell boxed wick:—Don’t overlook the 
SELLING POWER of the Flamomaster Individual 
Package for counter display. Colorful—attractive— 
irresistible eye-appeal! Complete stove data on 
each box, for accurate cutting by your customers. 
In 5% and {2 ft. rolis. Also cut-to-fit sets for 
specific burners. 

Write us if your Jobber can’t supply you. 


TRIPLEWEAR, PATERSON, N. J. 











Changing Your Address? 


If you are, please send your new address 
to the CIRCULATION DEPARTMENT 
at least 3 weeks before you move. 


HARDWARE AGE 


100 East 42nd Street New York, N. Y. 








MERCURY 
BICYCLES 


The de luxe line priced 
for the volume market 


THE MURRAY OHIO MFG. CO. 


CLEVELAND, OHIO 
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BOILER LEAKS 


The “Original Burke’ 
Boiler Plug—guaranteed 


STOPS 


has safe breaking strain 
of 800 Ibs. Tightens with 


. am to permanently stop the 
“oe leak. Welds the hole 
‘ * with lead like a wiped 
y= joint. Made of steel, 
| cadmium plated. Bolt 

4 


12” monkey wrench. 
svee. cup Also “Automatic Screw 
souer-eli_\ Machine’’ Products, 


recast Vacuum Cleaner Parts. 
Send Sample. 


BURKE MANUFACTURING CO. 
4123 Payne Ave., Cleveland, Ohio 
SAFETY HEEL PLATES 
(Detachable) 
Hardened points, 
strong metal harness, 
weather-proof strap, 
fully guaranteed, sizes 


for arctics, overshoes, 
or boots and shoes 




























Write for 
prices on 
our full 
line ice 
Retail at 6O¢ per creepers. 
pair. Full 

discounts. ——— 

©. A. Norluad Co., Williamsport, Pa. 








FAST SELLING 












Low Beautifully 
PRICE colored live 
rubber link 
mats, also 
long strip 


and link tire 
i mats, perfor- 
ated rubber 
mats, etc. 

















\ Jy 


ori 


THEY PULL—CLINCH—HOLD 


The outstanding fastener for making, repairing 
sereens, garden furniture, frames, ete. 


Ask Your Jobber 











SUPERIOR FASTENER CORPORATION 
5224 N. Clerk S#. Chicago, 1! 


DENISTON 


Triple Lock 


“Lead Seal” NAILS 


Drive Screw Shank gives powerful 
etip. Lead under the head and down 
the shank plugs hole around the nail 
to form weather-proof lead seal. Nail, 
lead and sheet solidly locked together 


by “bump” . . . Send for samples. 
4840 Sout 


The DENISTON Co. okey 


















You'll find REAL 


Sales Representatives 
advertising in the 
Sales Accounts Wanted 
Columns 
























The *““WHO MAKES IT ?”’ issue of HARDWARE AGE 


enables you to quickly locate sources of supply and helps 


you answer many questions regarding brand names, 


products, etc. 


Brooklyn, N. Y.: Who makes the 
Emmert gummed tape dispensing 
machine? H. P. Brown, Inc. 

ANSWER: Package Specialty 
Corp., 148 W. 23rd St., New York 
City. 


* * & 
Clearwater, Fla.: Who makes 
Vernax furniture polish? West 


Coast Hdwe. Co. 


ANSWER: Schieffelin & Co., 16 
Cooper Square, New York, N. Y. 


* * * 


Who makes the 


Paint Store. 


Johnstown, Pa.: 
Tuf Horse golf bags? 
Inc. 


ANSWER: Des Moines Glove & 
Mfg. Co., Des Moines, Iowa. 





Newport, Ark.: Who makes the 
Siolax wall cleaner? Stuart Hurley 
Hdwe. Co. 

ANSWER: Economics Labora- 
tory, Inc., 914 Guardian Bldg., St. 
Paul. Minn. 


* * 
Wheaton, Ill.: Who makes the 
Eclipse school desks? Wheaton 
Hardware. 


ANSWER: Theo. Kundtz Co., 
Winslow & Center Sts.. Cleveland, 
Ohio. 


%& * * 


Highland Park, Mich.: Who makes 
the Super Knife safety razor blade 


knife? Lee Hdwe. Co. 
ANSWER: Worlds Products Co., 


Spencer, Ind. 
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\GE 
elps 


mes, 


s the 
[urley 


ibora- 
i, 


» the 
eaton 


Co., 
sland, 


nakes 
blade 


s Co., 


AGE 











Information regarding sources of supply as provided readers of 
HARDWARE AGE by the “Who Makes It?” editor is here pre- 
sented as an aid to others in the trade who may be seeking the 
same articles. The inquiries reproduced have been selected be- 
cause of their general interest to hardware merchants and buyers. 
This editorial feature in each issue supplements the service ren- 
dered by the “Who Makes It?” issue. When writing to the firms 
mentioned, state that you secured your information from the 


HARDWARE AGE Directory Number. 


New Bethlehem, Pa.: Who makes 
the Crew’s cutting nippers? Cribbs 
Hardware. 

ANSWER: M. W. Robinson Co., 
28 Warren Street, New York, N. Y. 
* * * 

Florence, S. C.: Who makes the 
Murphy door beds? Schofield Hdwe. 
Co. 


ANSWER: Murphy Door Bed Co., 
712 No. Wells Street, Chicago, Ill. 
* * *& 

Ithaca, N. Y.: Who makes the 


Slicette handy slicers? C. J. Rumsey 
& Co. 


ANSWER: Farber & Shlevin, Inc.. 
375 Kent Ave., Brooklyn, N. Y. 
* * *% 
Montreal, Can.: Who makes the 


Stream Master Portable Shower 
Cabinet? Lambert Hdwe. Co. 


ANSWER: Shower Sales Corp., 


35 Journal Square, Jersey City. N. J. 


NOVEMBER 28, 1940 


Philadelphia, Pa.: Who makes the 
Seng Folding Table Leg Brace? 
Chas. P. Gable & Sons. 

ANSWER: Seng Mfg. Co., 1450 
N. Dayton St., Chicago, I. 

* * *% 
New York, N. Y.: Who makes the 


Kuhl’s Caulking Compound? _ L. 
Schein & Son, Inc. 


ANSWER: Fred H. B. Kuhls, 65th 
& 3rd Ave., Brooklyn, N. Y. 


* * * 


Passaic, N. J.: Who makes a ma- 
chine for making name plates and 
identification tags? Jack Harlicks 
Variety Store. 

ANSWER: Roovers Bros.. Inc.. 
3611 14th Ave., Brooklyn, N. Y. 


* * * 
Danbury, Conn.: Who makes a 


pocket knife marked N.C.. Canton. 
Ohio? H. E. Meeker. 


ANSWER: Novelty Cutlery Co.. 
Canton. Ohio. 


| 





Natieonal 


HARDWARE 














HE line of builders’ hard- 
ware built to one high 
uniform standard of quality. 
The assortment of products 
is so extensive that all of the 
requirements of the trade are 
adequately met. : 


The finest materials used in 
construction are fashioned 
into hardware which is both 
modern in design and efh- 
cient in working simplicity. 
Send for the new National 
catalog; yours for the asking. 


The following are big sellers: 
Sliding Door 
Hangers 


Garage Door 
Hardware 


Door Latches 


Strap and Tee 
Hinges 





. 
Screen Hardware 











National Manufacturing Co. 


STERLING « + + ILLINOIS 


BRUSHNU 


SELLS FAST AY 10¢ 


THE LEADER 


FOR 20 YEARS 


BRUSH-NU COMPANY 


BALTIMORE MARYLAND 














KEY BLANKS 


OF EVERY DESCRIPTION 


3 


GRAHAM MFG. CO. 


Dept. w. 
Derby, Conn., U. S. A. 








New Daisy Waterer 
for HOGS and POULTRY 





ALSO SHAW and DAISY 
CALF WEANERS 


BEST FOR 25 YEARS 


Write for FREE Circular Mfrd. By 


QUINN WIRE & IRON WORKS 


BOONL, IOWA, USA 


nn 
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Clansihied Opporvtumitien Section... 








Use this section to reach Hardware Manufacturers, Manufacturers’ 
Agents, Jobbers, Jobbers’ Salesmen, Retailers and Retail Salesmen 





|  Chansified Adwentining Rater | 





Help Wanted, Accounts Wanted 
Business Opportunities 

Sales Representatives Wanted 

Set solid, maximum, 50 words....... “ee 


All capitals, maximum, 50 words.... .00 
Each additional word......... .08 
Positions Wanted 
(Special Rate) set solid, maximum, 
50 words ... (eadakuneeees $1.00 
Each additional word............... .05 


Allow Seven Words for Keyed Address or Your Address 


BOXED DISPLAY RATES 
One inch . , 
Each ‘additional Ps seta eenes 4.00 





DISCOUNTS FOR CONSECUTIVE INSERTIONS 
4 insertions, 5% off; 8 insertions, 10% off. 
Due to the special rate, these discounts do 
not apply on Position Wanted Advertise- 
ments. 
—-@— 
REMITTANCE MUST ACCOMPANY ORDER 
Send check or money order, 
not currency or stamps. 





Samples of Merchandise, Literature, 
Catalogs, ete., will not be forwarded to 
box number advertisers unless accom- 
panied by sufficient postage for remail- 

















HARDWARE AGE is published 
every other Thursday. Classified 
forms close 15 days previous to 
date of publication. 


Address your correspondence and replies to 


HARDWARE AGE 


Classified Opportunities Dept. 
100 East 42nd St., New York City 











[Positions Wanted | 








HARDWARE PERSONNEL, OUR FILES 
CONTAIN applications of several hundred experi- 
enced clerks, managers, counter men, bookkeepers 
and stenographers for New York hardware re- 
tailers and wholesalers. No charge to employers. 
Just phone Wisconsin 7-1802 or write to Asso- 
ciated Placement Bureau, 152 West 42nd Street, 
New York City. 


HARDWARE MAN THOROUGHLY EX- 
PERIENCED IN Retail and Wholesale hardware, 
paints, sporting goods and kindred lines, desires a 
position with responsible retail firm. References. 
Capable of buying, bookkeeping and store manage- 
ment. In early fifties and good health. Free to 
go anywhere. Middle West or South preferred. 
Salary secondary. Address Box E-90 care of 
Harpware Ace, 100 E. 42nd St., New York City. 








MANUFACTURERS, OF HARDWARE OR 
HOUSEWARES ITEMS, with established busi- 
ness, who desire the services of a reliable and 
experienced salesman, to take care of their busi- 
ness in the middle Atlantic Seaboard territory. 
My services are now available, satisfactory ref- 
erences and details on request. Please communi- 
cate with Box E-162, care of Harpware Aaz, 
100 E, 42nd St., N. Y. City. 


EXPERIENCED HARDWARE SALESMAN 
DESIRES TO represent reputable Manufacturer 
in West Pennsylvania, West Virginia and Eastern 
Ohio. Fifteen years traveling experience, 44 years 
of age, college graduate. Established trade with 
hardware jobbers, hardware dealers, department 
store and supply trade. Unquestionable references. 
Address Box E-188, care of Harpware Ace, 
100 E. 42nd St., N. Y. City 


EXPERIENCED HARDWARE MAN DE- 
SIRES POSITION with reliable hardware, paint, 
or plumbing concern. Six years experience sell 
ing hardware, paint and plumbing supplies in 
retail hardware store. Married, 27 years of age; 
best of references. Driver's license. Address Box 
E-202, care of Harpware Ace, 100 E. 42nd St., 
N. Y. City. 

HARDWARE, HOUSEFURNISHING MAN, 
37 YEARS OF AGE, married, 15 years’ ex- 
perience at wholesale and retail housewares, elec- 
trical supplies and Sc. and 10c. stores, capable of 
buying, selling and managing. Seeks position 
with reliable firm anywhere where hard work is 
appreciated and rewarded. Address Box E-210, 
care of Harpware Ace, 100 E. 42nd St., N. Y. 
City. 





MAN, 31, MARRIED. SALESMAN 10 years 
with large retail hardware and implement com- 
pany. Experienced in selling and installing gas 
and electrical appliances; McCormick- Deering re- 
pair parts experience. Seeks position in city of 
4,000 or more population, with good schools and 
churches. Good education. Excellent character. 
Write—Chester H. Weathers—at nearest address 

301 Second Avenue, Oswego, Kansas. 

4314 S.E. Windsar Court, Portland, Oregon 





78 





BUILDERS’ HARDWARE MAN. WE 
KNOW of one experienced and qualified to read 
plans, interpret specifications, buy, and sell, and 
who desires connection with jobber as buyer 
or in contract department or with manufacturer 
as traveling representative. If interested in cap- 
able and reliable representative, Address Box 
E-203, care of Harpware Ace, 100 E. 42nd St., 
w. ZY. Cop. 


EXPERIENCED SALES MANAGER WITH 
TWELVE years practical experience with a large 
nationally known paint and varnish company, desires 
connection with a progressive organization. Have 
had charge of national sales meetings, prepared 
sales plans, assisted in advertising; have general 
knowledge of sales, promotion. Address Box E-206, 
care of Harpware Ace, 100 FE. 42nd St., N. Y. 
City. 

















EXPERIENCED HARDWARE, INDUS 
TRIAL SUPPLY and trangmission salesman, 
New York City or New Jersey. Old established 
house with exclusive transmission lines. Do not 
apply unless you have up-to-date following. Ad- 
dress Box E-204, care of Harpware Ace, 100 E 
42nd St., N. Y. City. 





WANTED: EXPERIENCED MAN TO CALL 
on hardware and implement retailers in Iowa 
and Minnesota. Nationally known manufacturer, 
leader in its field. Satisfactory financial arrange- 
ment to right man. Give experience and references. 
Address Box E-212, care of Harpwarz Acr, 100 
E. 42nd St., N. Y. City. 





OLD RELIABLE CORPORATION OFFERS 
WONDERFUL opportunity to sideline or full 
time salesmen. Selling furniture, hardware, de- 
partment stores. Fast, patented sellers. Small 
light sample case. Positively world’s finest. Cal! 
on only best concerns. Best selling season now. 
Address Dustmaster Corporation, 5211 Produce 
Exchange Bldg., Minneapolis, Minnesota. 





OPPORTUNITY TO EARN TRAVELING 
EXPENSES. Territories open starting Novem- 
ber 15 on new lines of mirrors, metal cabinets, 
stepstools, ironing boards, bridge tables. lamps 
and other hardware items. Exclusive territory, 
no house accounts. Full commission on all busi 
ness. Write stating territory covered and items 
carried. Commissions from these lines will leave 
your main line as clear income. Address The 
Walter S. Kraus Company, Woodside, New York 





SALESMEN NOW CALLING ON WHOLE- 
SALE hardware dealers .and lumber yards east 
of the Mississippi to sell the Strand Overhead 
Type Garage Door, recently placed on the market 
and going strong. State references, products 
being sold and territory traveled. This has never 
been offered before. Address—President, Strand 
Building Products Company, 452 So. Woodward, 
Birmingham, Mich. 





SALESMEN WANTED: FOR EXCEPTION- 
AL popular-priced sporting goods line such as 
baseballs, softballs, bats, gloves, boxing gloves, 
etc. Several choice territories now open. Attrac- 
tive proposition to salesmen well acquainted among 
sporting goods, hardware and department store 
trade. Can be carried with allied lines. Address 
Box E-205, care of Harpware Ace, 100 E. 42nd 
St... N. ¥. City. 


| —s Accounts Wanted =f 














VERMONT-NEW HAMPSHIRE 
“SALES BUILDER” AVAILABLE 


Resourceful salesman with producing rec- 
ord and draft exempt, offers persistent 
Dealer-Jobber coverage from strategic cen- 
tral location. Interest confined to estab- 
lished concerns featuring “Repeat items” 
suitable to this area. 
Prefer proposition capable of solid, long- 
pull development, with a financial arrange- 
ment contingent on results. 
References covering character, credit and 
ability available to seriously interested 
executive. 
Address - E-183, eare of RARSwARE AGE 
00 E. 42nd St., N. City 











SALESMAN: BY OLD ESTABLISHED 
MANUFACTURER of builders, shelf and spe- 
cialty hardware. Must have previous hardware 
experience calling on large hardware stores, job- 
bers, etc. State age, past ten years activities, 
lines sold, territories covered, previous earnings, 
etc. Commission and expenses. Address Box 
E-213, care of Harpware Ace, 100 E. 42nd St., 
N. Y. City 





MANUFACTURERS’ AGENT COVERING 
Texas, Oklahoma, Louisiana and Arkansas de- 
sires additional lines of merit. Aggressive repre- 
sentation among the hardware jobbers, large re- 
tailers, department stores, chains and furniture 
outlets. Real promotion and full time effort de- 
voted to lines obtained. Address Box E-207, care 
of Harpware Ace, 100 E. 42nd St., N. Y. City. 
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]\[ Basiness Opportunitien | 











SOUTH AMERICAN EXPORT 


Buyer leaving this month for permanent 

stay South American West Const buying 

raw materials for American House. Offer 

important barter possibilities, also repre 

sentations, to American Export Concerns. 

Address Box E 211 care of HARDWARE AGE 
100 E. 42nd St., N. Y. City 











MAN UFACTURER’S REPRES TATIVE 
WITH 20 years’ experience in the automotive 
and hardware fields is interested in securing one 
or two additional lines for California. Well 
acquainted with both jobber and chain store out- 





lets. Address Box E-208, care of HarDWARE | 


Ace, 100 E. 42nd St., N. Y. City. 




















WANTED—FOR SOUTHEASTERN 
STATES—lock sets and builders’ hardware spe- 
cialties, padlocks and latches to the dealer 
trade—hardware, building supply and marine 
hardware and ship chandlers. We are established 
and producing. Lines wanted on straight commis 
sion. Address Box E-200, care of Harpware Acer, 
100 E. 42nd St., N. Y. City. 





ESTABLISHED MANUFACTURER’S REP- 
RESENTATIVE IS IN a position to merchan- 
dise an additional line for a reputable manu- 
facturer desiring increased distribution in the 
hardware-houseware jobbers, department stores, 
chain stores, and major retail outlets, on a com- 
mission basis in Eastern Pennsylvania, Southern 
New Jersey, Delaware and District of Columbia. 
Have excellent trade and personal references as 
to ability and integrity. Address Box E-195, caré 
of Harpware Ace, 100 E. 42nd St., N. Y. City. 





FOR SALE 


Best store in Central New York town, 1,300, serv- 
ing large farming area. Two modern fifteen foot 
show windows, sales room 38 x 38 feet, square effi- 
cient daylighted store. Two storage rooms 15 x 12, 
basement shop 15 x 38. Expenses and rental low, 
lease to suit. Owner of business and building to 
travel. Merchandise about $3,000, equipment $1,000 
receivables 3600. Business priced attractively, cash 
only. Full inspection responsible inquirers. Two 
weeks services free assisting start. Opportunity 
for senior clerk with capital to open for himself. 


Address—JAMES H. COUDEN, Manlius, New York 














WELL ESTABLISHED GENERAL HARD. 
WARE STORE for past 29 years in a town 
over 5,000 and outside drawing 13,000 with va- 
rious manufacturers, and in a wonderful farming 
country. jood clean stock. General hardware. 
housefurnishings, paints, stoves, etc. Reason for 
selling—poor health. Located in Central Penn 
sylvania. Address Box E-197, care of Harpwarr 
Ace, 100 E. 42nd St., N. Y. City. 








FOR SALE—HARDWARE, PLUMBING and 
electrical supply store in Hudson County, N. 
Established over 25 years. Stock inventory $3,500.- 
$4,000. Excellent opportunity for right party. 
Owner must leave because of health. Address 
Box E-209, care of Harpware Ace, 100 E, 42nd 
St., N. Y. City. 


HARDWARE SALES $5,000 MONTH. Busy 
farming community and lake resort; Western 
New York, route 20. Old established, no com- 
petition; $40,000 stock; electrical, plumbing, heat- 
ing, paints, wallpaper, sporting goods, household 
goods. Four floors 22 x 110; elevator, basement; 
low rent. Stand investigation. Sell complete— 
illness. For details write Apple Company, Broker, 
1836 Euclid Ave., Cleveland, Ohio. 





Help Wanted 








TWO YOUNG MEN WANTED BY WHOLE 
SALER. Two young men, preferably married, 
with buying or selling experience in the whole- 
sale hardware field are needed to round out a 
growing well-established wholesale hardware firm’s 
personnel. The right young men will find a real 
opportunity for expansion and growth, working 
directly under the executive head of the com- 
pany who needs two young men to prepare for 
executive positions. All correspondence confid 
tial. Address Box E-193, care of Harpware Ace. 
100 E. 42nd St., N. Y. City 











Classified Opportunities Dept. 


100 E. 42nd Street 





He ADVERTISED IN THE RIGHT MEDIUM 


This man wanted to represent a good hardware 
manufacturer—he told his story in the Classified 
Opportunities Section of Hardware Age— 


A nationally known company replied to his cdver- 
tisement and he secured a desirable position through 
advertising in the right medium. 


HARDWARE AGE is noted for quick results — 
try it—send your ad to— 


HARDWARE AGE 


New York, N. Y. 














NOVEMBER 28, 1940 











ARE YOU PREPARED? 



















Emergency orders to meet suddenly expanding 
defense programs find Bernz prepared to meet 
your needs A large stock of “Always Relia 
ble Torches, Firepots and 
Tools is constantly main 
B tained Be sure you have 
in stock the No. 87 Quart 
Torch and No. 40 Gallon 
Firepot They are fast 
movers 
Torches, Firepots, Chisels, 


Lead Working Tools, Sani- 
tary Tools, Bibb Reseaters, 
Solder Pots, Joint Runners, 
Ladies, Smoke Testing Ma- 
chine, Pipe Wrenches, 
Thawing Steamers, Wiping 
Cloths, Testing Plugs, Cop- 
per Tube Benders and Cut- 
ters, Plumbers’ Soil, —_ 

Augers, Sewer Rods, Shave 
ae. pf *. Sm pony Hooks, Tap Borers and 
No. 200 Qt. Top Fill. MANY MORE. Write for 


No. 199 Pt. Top Fill. catalog. 
OTTO BERNZ CO., INC., Rochester, N. Y. 








No. 40— 1! Gallon 
No. 44—% Gallon 











THE STYLE 
SENSATION of 1940 






—the culmination of over 63 years 
experience in the building of fine 
bicycles. 

Write today for details of Ameri- 
ca’s most popular, fastest selling 
line of bicycles. 

THE WESTFIELD 
MANUFACTURING COMPANY 
Westfield, Mass., U. S. A. 

















The NEW MASTERS 
HOME LAWN DISTRIBUTOR 


Now equipped with 10 inch wheels and 1! inch 
rubber tires. 


















A sturdy practical machine that always gives satisfaction 

Has patented revolving agitator and handle shut-off con 

trol Five plates provide adjustment for various amounts 

of fertilizer and grass seed distribution. The capacity 

of the Home Lawn is 30 pounds fertilizer (see illus 

tration). The capacity of the ‘‘Baby Lawn"’ is 15 Covers 

pounds. Every Masters Distributor fully guar every 

anteed Prices quoted are list Discounts on inch of 

request 

Masters Home Lawn Dis- — _ 
tributor, 30 Ibs. cap..... $6.50 suretue 

Masters “Baby Lawn'’ Dis- rpras. 
tributor, 15 Ibs. cap. $3.30 Masters Distrib- 

Prices less discount FOB Chicago utors are unex- 
Dealers-Jobbers: write for folder celled for even 






distribution of 
Masters Planter Co. commercial fer- 
tilizer, grass seed, top 


4029 West Lake St., 
Chicago, Ill. 


dressing and other mate- 
rials. 
















Genui"®° T)QMES 2° SILENCE 


SLIDE SILENTLY - SOFTLY - SMOOTHLY 


SAVE FURNITURE 
). & FLOORS-CREATE QUIET 


Domes 


j ' ’ Rubber Cush 


ed write to 


Ask your Jobber p 


DOMES of SILENCE, Inc., 35 Pearl St, N.Y. 











Ondex SJc Adwerinena 





The Dash (—) Indleates that the Advertisement Dees Net Appear te This issue 
| Draper-Maynard Co. 


A 


Acme Shear Co. 
Acme Steel Company 


Aladdin Industries, Inc. 

Allite Mfg. Co., Inc. . 

Alter Co., Harry ‘ 

Aluminum Goods Mfg. Co. 

American Chain & Cable Co., 
Inc. ‘ v 

American Chain Div. 

American Fork & Hoe ‘Co., The 

American Mfg. Co. .......... 

American Pad & Textile Co. 

American Shearer Mfg. Co. 

American Steel & Wire Co. .. 

American Thermometer Co. .. 

American Thermos Bottle Co. 

American Turpentine Farmers As- 
soc., Cooperative .............. 


American Window Glass Co. 
Ames Baldwin Wyoming Co. 
Animal Trap Co. of America 
Arcade Mfg. Co. 
Archer-Daniels-Midland Co. 
Armstrong-Bray & Co. 
Armstrong Bros. Tool Co. 
Arvey Corp. 
Asbestos gg Co. 
Atkins & Co., 

Atlas bP Ny oo 
Automatic Products Co. 
Autoyre Co. .. : 


a er 


Babcock Co., W. W. 
Baker McMillen Co. ... 
Ballonoff Metal Products Co. 
Barr Rubber Products Co. . 
Bartiett Mfg. Co. 
Bassick Co., The ... 
Behr Mannin Corp. . 
Berea Abrasives 
Bernz Co., Inc., 
Bethlehem Steel Co. ....... 
Bissell Carpet Sweeper Co. 
Blaisdell Pencil! Co. 
Bommer Spring Hinge Co. 
Bond Electric Corp. 
Boston Varnish Co. 
— Woven Hose & Rubber 


Otto 


Briggs & Stratton Corp. 
Brooks & Sons, M. 
Brown Corp., W. 
Brown Fence & Nite  Co., 
Brush-Nu Co. 
Builders’ Hdwe. 
Burke Mfg. Co. 
Burton Mat Co. 


1 t 


Textbook 


Cc 


Calbar Paint & Varnish Co. 
Capewell Mfg. Co. 
Carborundum Co., The ... 
Carnecie-Illinois Steel Corp. , 
Carrollton Metal Products Co. 
Champion Hardware Co., The 
Cheney Hammer Corp., Henry ; 
Chicago Lock Co. ... 
Chicago Roller Skate Co. 
Chicago Spring Hinge Co. 
Chicago Wheel & Mfg. Co. 
Clayton & Lambert Mfg. Co. 
Clemson Bros., Inc. ae 
Cleveland Chain & Mfg. Co., 
The 


Cleveland Wire Spring Co., 
Coburn Trolley Track Co. . 
Coleman Co., William H. 
Coleman Lamp & Stove Co. 
Collins Co., The ; ode 
Columbia Steel Co. 
Columbian Rope Co. . 
Columbian Vise & Mfg. Co. 
Congoleum-Nairn Co. 
Connecticut Valley Mfg. Co. 
Continental Screen Co. ‘ 
Continental Stee! Corp. 
Cook Co., H. C., The 
Crescent Tool Co. 

Cross, W. W. 

Cyclone Fence Co. 


D 


Daniel Co., Edw. W. 
Dazey Churn & Mfg. Co. 
Delco Appi. Div. , 
Deniston Co., The 
DeWitt Operated Hotels 
Diamond Calk Horseshoe Co. 
Dickson Weatherproof Nail Co. 
Dietz Co., R. E. 
Dixon Crucible Co., 
Domes of Silence, 


Joseph 4% 
Inc. 
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| Dremel Mfg. Co. 


du Pont de Nemours & Co., Inc., 
E 


c oe ; 
Durable Mat Co. 


E 
Eagle Mfg. Co. 
Eagle Rule Mfg. Co. 
Ediund Co. ... 
| Edwards & Co. 
| Elastic Tip Co., The 


| Embury Mfg. Co. 





| Jackson Mfg. Co. 


| Geapevblanaees Co. . 


| Empire Level & Mfg. Co. 
| Enterprise Mfg. Co. ; 
Estwing Mfg. Co. 
Everedy Co., The 


F 


Farrell-Cheek Steel Co. 
Faultless Caster Co. 

Fitler Co., The Edwin H. ... 
Fletcher-Terry Co. . 
Flexible Steel Lacing Co. 
Flex-O-Glass Mfg. Co. 
lorence Stove Co. 
Fox Shotguns ... 
Frankelite Co. . 
Frantz Mfg. Co. 
French & Hecht, Inc. 
Frick-Gallagher Mfg. 
Frigidaire Div. 


Co. 


S 


Sardiner Metal Co. 
General Electric Co. 
Clocks 
Full Line 
Heating Devices 
Lamp Div. . 
Wiring Devices 
Geyer Mfg. Co. 


Gilson Electric Refrigerator Corp. 


Gibson Good Tools, Inc. 
Gilbert & Bennett Mfg. Co. 
Gillespie Varnish Co. . 
Glass Coffee Brewer Corp. 
Goodyear Tire & Rubber Co., 
Graham Mfg. Co. 
Greenfield i a Die Corp. 
Greenlee Tool Co. 

Griffin Mfg. Co. 


H 


Hamilton Beach Co. 

Hamlin Metal Prods. Co. . 
Hanover Wire Cloth Co. 

Hanson Scale Co. ... 

Harris Hardware & Mig. '., 


Hawkins Co., ‘The on 
Hazard Insulated Wire Works .. 
Heckethorn Mfg. & ey Co. 
Heller & Co., W. C. 
Heller Bros. Co. 

Hilger Co., The 
Hoffman Co., H. ..... 
Hoppe, Inc., Frank A. . 
Hotstream Heater Co. 
Housewares Manufacturers Assn. 
Hoyt & Worthen 7 Corp. 
Huenefeld Co. ‘ 


Imperial Bit & Snap Co. 
Imperial Molded Prods. 
Independent Lock Co. . 
Indiana Steel & Wire Co. 
Ingersoll Steel & Disc. 
Borg-Warner Corp. .. 

International Harvester Co., 
International Nickel Co., Inc. 
Irwin Auger Bit Co., 


J 


Corp. 


Div. 


“Inc. 


Jennings Mfg. Co., The Russell 


Justrite Mfg. Co. 
K 


Edward 


Katzinger Co., 
©}. 


Keene Mch. Co., 
Keiser Mfg. Co. 
Kester Solder Co. 
Keuffel & Esser Co. . 
Keystone Steel a, Wire Co. 
Klein & Sons, 

Koch Sons, Inc., 
K-R-O Gempany 


George 


Inc. 


HARDWARE AGE 
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L 


Lamson & Sessions Co. 

Lead Industries Assoc. 
Libbey-Owens-Ford Glass Co. 
Lincoln Engineering Co. .. 
Lincoln-Schlueter Floor Machinery 


Co. 
Lindsey Light & Chemical Co. 
Lockwood Hdwe. Mfg. Co. 
Lufkin Rule Co., The 
Luther Grinder & Tool Co. 


M 
McCormick Sales Co., Inc. (Iron 
Glue Div.) 
McGill Metal Prods. Co. 
McGuire Co., George W. 


McKinney Mfg. Co. . 
Macklanburg-Duncan Co. 
Manning, Bowman & Co. 
Marble Arms & Mfg. Co. 
Master Lock Co. .. ; 
Masters Planter Co. 
Mayes Bros. Too! Mfg. Ca. 
Merchandise Mart, The .......... 
Met-L-Top Tables, Inc. . 
Metal Industries, Inc. 
Metal Textile Corp. arr 
Mid-States Stee! & Wire Co. 
Milcor Steel Co. 
Miller, Inc., Robert E. 
Millers Falls Co. 
Milwaukee Stamping Co. 
Minnesota Mining & Mfg. Co. 
Moore Push Pin Co. . 

Morse Twist Drill & Machine Co. 
Morton Salt Co. ; 
Murphy's Sons Co., Robert = 
Murray Ohio Mfg. Co., 

Myers & Bro., The F. 7” 


N 


National Brass Co. 
National Enameling & Stamping 


Gh is 
National Mfg. Co. . 
National Screw & Mfg. Co. 
New Haven Clock Co., The 
New Yorw Herald Tribune 
New York Solder Co. 
New York Wire Cloth Co. 
Ney Mfg. Co., The .. 
Nicholson File Co. . 
Noblitt-Sparks Industries, Inc. 
Noma Electric Co. 
Norcross & Sons, C. S. 
Norlund Co., Inc., O. A. 
North American Press, The 
Northweste-n Steel & Wire Co.. 
Nu-Tone Chimes, Inc. .... 


12) 


Okonite Co., The 
Oxford Tool Co. 


Pp 


Page Seed Co. we 
Paine Company, The 
Patent Novelty Co. . 
Peck, Stow & Wilcox Co. 
Pecora Paint Co. 
Peerless Novelty Ge. 
Perfection Stove Co. 
Peters Cartridge Div. 
Petersen Mfg. Co. 
Pioneer Rubber Co., The 
Pittsburgh Plate Glass Co. 
Pittsburgh Steel Co. 
Plantabbs Co. . 

Plumb, Inc., Fayette R. 
Plymouth Cordage Co. 
Pootatuck Corp. 

Premax Products 
Progressive Mfg. Co. Inc. 
Puritan Cordage Mills 


° 


Quinn Wire & Iron Works ...... 


Raybestos-Manhattan, Inc. 
Ray-O-Vac Co. 

Reeves Steel & Mfg. Co. 

Regina Corp., The .. 

Remington Arms Co., Inc. 
Reynolds Wire Co. ... 
Richards-Wilcox Mfg. Co. 

Rixson Co., Oscar : 

Rochester Sash Balance Co., Inc. 
Rogers Isinglass & Glue Co. 
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The Dash (—) Indicates that the Advertisement Dees Net Appear in This issue 


| Rome Mfg. Co. : 
| Royal Electric Co., Inc. 
| Ruby Chemical Co. 


— | Russell, Burdsall & Ward Bolt 
8 Ce. «. bases s 
— | Ryerson & Son, Inc., Jos. T. . 
- s 
— | Samson Cordage Works 
63 | Sand’s Level & Tool Co. 
— | Sandvik Saw & Tool Corp. 
Savage Arms Corp. 
Schalk Chemical Co. 
Schatz Mfg. Co. ... 
| Schlueter Mfg. Co. 
| Scholihorn Co., The Wm.. 
Sentinel Radio “Corp. Q 
Sentry Stop-A-Draft Co. 
Shapleigh Hardware Co. 
Sheffield Bronze Powder & Sten- 
i. ee 
| Shelby Cycle Co. 
Shelby Spring ag Co. 
Sherman Mfg. 
Silver Lake Co. ........... 
Simplex Mfg. Co. ...... 
Ree 
Skuttle Sales Co. 
Smith, Inc., Landon P. . 
Smith & Son, Inc., Seymour 


Smith & Corona Typewriters, 
Inc., L. C. we 
Speedway Mfg. Co. 
Stampit Corp. ..... 
Standard Fence Co. 
Stanley Tools ... roe 
Stanley Works, The . 
Starline, Inc. .. 
Stearns & Co., E. ‘€.. 
Stevens Arms Co., ak iva 
Stewart Mfg. Co., F. W.. 
| Superior Fastener Corp. .. 
Swing-O-Way Steel Prods. Co. 
| Syncro Devices, Inc. . ies 


| 

| 

T 

| Tamms ~ Co. 

Tate Co., H. 

Taylor ener Companies 

| Tennessee Coal, Iron & Railroad 

| eR eer 

Tennessee Corp. . 

| Testor Cement Co. 

| Thompson & Son Co., The Henry 
6S is 


™s 
| 


Townsend, B. W. 

| Trico Fuse Mfg. Co. 

| Tripleware ; 

| Triplex Screw Co., The . 

Tubular Rivet & Stud Co. 

Turner, Day & Woolworth Han- 
dle Co. ites 


Poterrrrtttrits 


U 


— | Union Fork & Hoe Co., The 

| Union Hardware Co. .. 

| U. S. Plywood Co. ..... 

1U. S$. Sent Comm. ....... 12, 
| United Stove Co. 

| Utica Drop Forge & Tool Corp. 
Utility Hdwe Co. . 


v 


| Vaughan & Bushnell Mfg. Co. 
| Vaughan Novelty Mfg. Co., Inc. 
| Vichek Tool Co., The .... 


w 


Wagner Mfg. Co. 
Wall Rope Works 
Wappat, Fred W. 
Warner Mfg. Co. ....... 
Warren Telechron Co. . 
Warren Tool Corp. ..... 
Warwood Tool Co. 
Westclox ; 
Western Cataphote Corp. 
Western Wire Prods. Co. 
77 | Westfield Mfg. Co. . 
Westinghouse Electric & Mfg. 
Co. 


SUPETTEtttr ttt tare: 


Wickwire Brothers, Inc. 
Winchester Repeating Arms Co. 
6 | Wood Shovel & Tool Co., The 
55 | Woodruff & Sons, In., F. H. 
66 | Wooster Brush Co. . 7 
31 | Wright Steel & Wire Co., 6. F. 


34 | Y 

- | vale & Towne Mfg. Co., The 

73 | | Youngstown Pressed Steel Div. 
| 
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D. P. HARRIS HDW. & MFG. COMPANY, INC. 


ROLLFAST BUILOING +» NEW YORK N Y 








Gibson Good Tools 


Gibson Patented Gripper Clips are made of 
flexible, oil-tempered steel, nickel plated. 
Small size is for holding kitchen utensils, 
tools, golf clubs, canes, etc. Large eize 
for brooms, mops, garden tools, etc. Retail 
readily at 10¢ ea. Packed 1 doz. small and 
2 doz. large clips with beautiful disp. card. 
Also on individual cards. Samples on request. 





“Horeshoe Magnet” Hammer Gibson Gripper Clips 
Trade Mark Reg. (Actual Size) 
The original. Made of superior forged steel, strongly and 


Holds securely. Patterns for home, 
Send for Folder which shows 
complete line, also the fast 
selling Handy Andy Combina- 
tion Screw Driver & Key 
Chain—a 10¢ leader. 


permanently magnetized. 
shop, store and other uses. 





Robertson ‘‘Horseshoe Magnet’’ 
Hammer 
GIBSON GOOD TOOLS, INC. 


Box 26B Orange, Mass., U. S. A. 
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COLUMBIAN .:. ROPE | 


Sait 








— SPOOL CESCS 
SASS SSS 


Starts with Carefully Selected Fibre — 


No other cordage mill, besides Columbian, maintains such a complete 






buying, packing and warchouse organization in the far-off Philippines. 


That's why the fibre used in Columbian Rope is quality-controlled, 







This typifies the care and inspection that Columbian 






maintains every step of the way! 






COLUMBIAN ROPE COMPANY 
AUBURN, “The Cordage City,” N. Y. 
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Largest Level Plant of its 


World's 


Best by Test Since 1896 


MAYES BROS. TOOL MFG. CO Port Austin, Mich 


81 














Full coverage 


co 


- 
» a 0 _@ 


a 
— 









with the 


complete line of... 


BETHLEHEM GALVANIZED STEEL ROOFING 





By stocking the complete line of Bethlehem Gal- 
vanized Steel Roofing —Stormproof, Weatherproof, 
V-Crimp, Corrugated and Roll Roofing—you give 
your customers full price and quality coverage on all 
their roofing requirements. And you have the further 
advantage of the combined selling-features and talking- 
points of the entire line. Result: more satisfaction for 
your customers and more roofing sales for you, with less 
selling effort. 


Remember, too, that all Bethlehem Galvanized Steel 
Roofing is available in Beth-Cu-Loy copper-bearing 
steel as well as in ordinary steel. Impartial tests have 
repeatedly proved that sheets of Beth-Cu-Loy analysis 
(0.20 to 0.30 per cent copper) last more than twice as 
long as ordinary steel sheets. You can give your cus- 
tomers this extra protection for only a few cents more 
on the dollar—and that’s a real sales-clinching talking 
point. 


BETHLEHEM STEEL COMPANY 
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IT PAYS TO WORK CLOSELY WITH YOUR 





AN 





\ 


We, as manufacturers, see the jobber’s salesman from a differ- 
ent angle than you do. He’s the chap we depend upon to dis- 
tribute VIKO and COMET aluminum ware. But we have seen 
so many instances in which jobber’s salesmen have helped re- 
tailers increase their sales of cooking utensils by counsel on 
stock problems, purchases and promotions that we no longer 
think of them as salesmen. To us, they are your allies, and 
ours, in the cause of better hardware business. 





















eel It is good business for the hardware retailer to utilize the 


ing experience and ability of his jobber’s salesman. He will help 





ive you do a real job, not only on VIKO and COMET aluminum 
Sis ware, but in every department of your store. 

= Aluminum Goods Mfg. Co., Manitowoc, Wisconsin 
us- 

ame A SALES OPPORTUNITY 

ing 


Be sure to ask about the VIKO “Blue Ribbon”’ 
Specials and COMET “Red Ribbon” Specials. 
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” he Recollectiton of QUALITY swabs 
PRMMUAS toag 
aber the Price is rorgattan * 








Shapleigh National Series No. 2340. 
HARDWARE AGI 








